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[00:00:00] Christian Idiodi
English:

| try to explain to people that the real essence of this job is that you wake up on behalf of someone else to
solve a problem for them, and you have to do it well enough that they give you something back in return.
That's kind of the real essence of it, and that's, | always call it a certificate of appreciation. And it could be
in the form of revenue, engagement, loyalty, reference, all of those things. And that's the real essence of
this job. If it's not fun, you're probably not doing it right. If it's not hard, you're probably also not doing it
right.

FROCERIR:

HERRERANER, XNTENEESRE: MARMABER, ZAMIIRRRE, RO RE%
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[00:00:35] Lenny
English:

Today, my guest is Christian Idiodi. Christian is a partner at Silicon Valley Product Group, alongside Marty
Cagan, who when he introduced us, called Christian the most interesting man in the world. After meeting
him, | tend to agree. After a long career in product, Christian now spends his time working closely with
companies, big and small, implementing and improving their discipline of product management. In our
conversation, we discuss why the product management field is so often disliked and what you can do to
avoid becoming a product manager people don't want on their team. We spend a lot of time on coaching,
how to get better at coaching your reports, how to get better coaching from your manager, and some
really clever tactics for building trust with leaders within your company. Also, Christian shares his one
favorite go-to method, out of all of the discovery methods out there, for figuring out what to build.

FRZERIE:

SRMERR Christian Idiodi. Christian Ei&~m&EHR (SVPG) WEA, 5 Marty Cagan %, Marty
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BrrmiRZE (Discovery) FHiEH, MMREREN. BTFHERWETAFmINGZE.



[00:01:23] Lenny
English:

Also, we spend some time on the great work that he's doing at Silicon Valley Product Group. He's been
doing a lot of great work on the product management field in Africa to help product builders and
founders build great companies. That and so much more Christian is awesome. With that, | bring you
Christian Idiodi, after a short word from our sponsors.

AR ERIE:

sy, BANERT —LEatEiTieMEES T mEFAMMN ST, tMEIENNFREBEIEM T XS/,
EBEBENRAREMNCIBARILFEANLAE, BRIEZINEERZIEFAZR, Christian ERRE, TR
B ERENARE, 1EFANIXKID Christian Idiodis

[00:01:38] Lenny (Sponsor: Jira Product Discovery)
English:

You fell in love with building products for a reason. But sometimes the day-to-day reality is a little
different than you imagined. Instead of dreaming up big ideas, talking to customers and crafting a
strategy, you're drowning and spreadsheets and roadmap updates, and you're spending your days
basically putting out fires. A better way is possible. Introducing Jira Product Discovery, the new
prioritization and roadmapping tool built for product teams by Atlassian. With Jira Product Discovery,
you can gather all your product ideas and insights in one place and prioritize confidently, finally replacing
those endless spreadsheets. Create and share custom product roadmaps with any stakeholder in
seconds. And it's all built on Jira, where your engineering team's already working. So true collaboration is
finally possible. Great products are built by great teams, not just engineers. Sales, support, leadership,
even Greg from finance, anyone that you want can contribute ideas, feedback, and insights in Jira
Product Discovery for free. No catch. And it's only $10 a month for you. Say goodbye to your spreadsheets
and the never-ending alignment efforts. The old way of doing product management is over. Rediscover
what's possible with Jira Product Discovery. Try for free at Atlassian.com/lenny.

FROCERIR:

RELHEFREEREEN. EERAENLSTHNERAERE. (REEEHNRFEANEIE. SEFRKRR
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[00:02:59] Lenny (Sponsor: Vanta)
English:

This episode is brought to you by Vanta, helping you streamline your security compliance to accelerate
your growth. Thousands of fast-growing companies like Gusto, Calm, Quora and Modern Treasury trust
Vanta to help build, scale, manage, and demonstrate their security and compliance programs and get



ready for audits in weeks, not months. By offering the most in-demand security and privacy frameworks
such as SOC 2, I1SO 27001, GDPR, HIPAA and many more, Vanta helps companies obtain the reports they
need to accelerate growth, build efficient compliance processes, mitigate risks to their businesses, and
build trust with external stakeholders. Over 5,000 fast-growing companies use Vanta to automate up to
90% of the work involved with SOC 2 and these other frameworks. For a limited time, Lenny's podcast
listeners get $1,000 off Vanta. Go to Vanta.com/Lenny to learn more and to claim your discounts. Get
started today. Christian, thank you so much for being here and welcome to the podcast.

AR ERIE:

AHAT B Vanta BEER, Vanta BENEEHREEMRE, MERWSIEERK, BT LEARREREKHAT,
40 Gusto. Calm. Quora # Modern Treasury, #{SE Vanta REENDE. E. EENRTIET25MITt
¥, HEJLAMIEILNBERMEFHRITES. BIRESZERNLT2MIZFAMESS (40 SOC 2. SO 27001,
GDPR. HIPAA%), Vanta ZBEWABIRBMRIEKAMFNIRS, BIUISHNESRE, BELSRE, H55
M HmABXRERIEE. 8Bd 5000 RIRELKHI A B ER Vanta BohFER SOC 2 R EMIELEEX 90% KT
5. ERERIEA, Lenny MIBEIFARBIZR Vanta 1000 ETHILE, 518 Vanta.com/Lenny TRE S8R
HOE. SRIMFIEIE, Christian, IEERXEMREEREIXE, WDSMENTRIRER.

[00:04:03] Christian Idiodi

English:

Thank you for having me, Lenny. It's a joy to be here.
R EE:

ESRBIET, Lenny. BREMRIIXE,

[00:04:06] Lenny
English:

It's a joy to have you here. So Marty Cagan introduced us, a colleague of yours at Silicon Valley Product
Group. And the way he described you is he considers you the most interesting man in the world. Did you
know that that's how he thinks about you?

AR ERIE:

REIREER, Marty Cagan MET HATINIR, MRMAEEATREANRSE. A MRE "R LEEEN
N o IRAEMEXAFIREIG?

[00:04:18] Christian Idiodi

English:

I didn't. I consider him one of the most interesting people in the world too.
R EE:

BAME, RANMEER EREEBNAZ—

[00:04:22] Lenny

English:



You guys are so kind to each other. | wanted to start with this trend I've been noticing in product
management and the perception of product management. It feels like, | don't know if this is new or if it's
always been around, but it feels like there's this trend of people just not liking product managers. There's
trend of founders feeling like they should wait a long time to hire their first product manager. There's a lot
of teams that wish they didn't have a product manager in their team. We don't have this person telling us
what to do. I'm curious just why you think there's often this dislike of product managers. And then for
PMs listening, do you have any advice for just how to not become a product manager people don't like
and don't want on their team?

AR ERIE:

RITHRIETNES. RRMRETRERTENRIBN— BB URANTN T~ REENEEF IR, BiE—
HANEXEMRUREREREA —MUFE—MANMEBEAER~mIENEE, IR AT AN EF
RATERAE—NTmiEE,. REANEEFEBACHANERETREE, IREMRASFMITZMA 2.
Rirgr, AtAMINAFREBEEBAL? N FERWRTEN~mEE], MEFTARI, Hianfe
FERABHATERN. FEEEHANEN~REIE?

[00:04:59] Christian Idiodi
English:

| think most people don't like product managers often because they haven't experienced good product
managers. The core of product management is competency-based, meaning there is someone in an
organization that represents the customer the best, that has a deep knowledge of the customers and your
users, that has a deep knowledge of your data, your industry, your business and the product itself. And
because of this competence, you kind of trust them to make decisions because if you have a problem that
says, say we want more customers, it makes a lot of sense to go to the person that is an expert in
customers to say, "Help me solve this problem." What you see happening in many organizations is that
there is kind of this misperception displaced influence and mistrust because of the poor competency,
meaning | feel | know more about the business or | know more about the customer or the data. And so
why should | not tell you what to do?

FROCERIR:

BINARZSEAFTEN=REE, BEERAMINEERIRNEN~REE, ~RBENZOERETREIN
(competency-based) , XEFRELHLPFEEAREARER, WEFNRAFRERZIER, WHIE. 17k
WEUKRFRAS TNEE, ERRAXMEES, RAEEMIIEMREK. BAMWRFE—REZ, bl
‘BIMBEEZER , BAEK—TEFRERY “BREIXNND 2FESFEEN. BEHFZAR
h, REIINE—MIZE. BUNEWAMRKEE, XETEINEZ. BHEN, BRESHRILEEELS.
BERP SR, BERETLATEZESRMZEAMIE?

[00:06:03] Christian Idiodi
English:

And | think people fail to understand that this role is, it's a team spot. They are part of a team of people
working together to discover a solution we're building and in a way that works for our company. And so |
think when I think through the companies I've worked with, where | see this discipline really eroded is
where there is just not a competent level of product management. The way | describe it to a CEO, I'll ask
him, "Tell me who you trust in your company to make a decision on what markets we go to, what things
we do." And they always have some senior leader, some VP, some person. And | say, "Why? Oh, Bob has
been here a long time. He knows everybody. Everybody loves him and trusts him. He understands our



business." And | often say to him, | say, "Well, Bob said put up manager." And it's often interesting to
executives when | try to explain that way. | say that's the competent level that we're talking about here.
Imagine if you had Bob's on every team. Imagine how much you can accomplish. So one, | don't really
think it's... | often say it's not the hate for product management, it's a hate for the understanding of what
they have experienced in product management, which are people that are not able to deliver results that
help them meet the outcomes they want.

FROCERIR:

FIANANTKEEBRXTBBELE—T “BFEE" o MIREME—5, HEREZNETHENFRTS
X, HHREATESQBNMmE. FMUEREMSEINARN, HAR~REEX—RaeEERKEIFEHNT,
FERRZMEKTINF~REE, REFSXFM CEO k. R, “HiFK, EMRNQEE, RMEEHE
FREBNEBHENP TG BMBLERE? 7 MIISIRIENIZRIAS. ETEISBHTENTA. HaE,
“Rfta? 7 tilxiR, “B, Bob AXERAT, MINRFIBEA, AKEBERHEEM, MERKIIALS,”
HEEXMIR, “HSKC Bob MiB— M "mEAE.” SRXFERN, SE(EEIRGRER. &K, XMERK
MR BBEERT. BR—T, MRS MEAAEE— Bob, REEMMZLILKRE? Fill, EFIANXEXNm
BEENMNIIR, MEXNMENIAEHEIN “TREE NRE—AIBRLELIERRMRR. TEEBMIISI B R
Ao

[00:07:23] Christian Idiodi
English:

So if | were advising product managers, | often say, look, when we see sales or executive driven product
management where we see these alternatives to product management, it's not a cultural knock or a
leadership knock, it's really on the individual and the discipline has to elevate itself to a place that it earns
the right to make a decision on what we do.

FRZERIE:

FREVNIRBEL T MEERN, HER, SR(IBIHERDABERHNN~mERE, NEFITREENTE
RAEEN, XHAFTEXUHAFENER, XEFLBURF A, XTMRELNTRAZXE—ITEE: ©et’
WIFRE BNzt A” BIRF,

[00:07:45] Lenny
English:

| have exactly the same perspective. When people say they don't like product managers, exactly what |
tell them is, you just haven't worked with a great product manager. A great PM makes everything easier
for you. If you want to be a PM, people would hate to lose on their team. | would never want to lose
Christian on my team as a PM. Is there something they could do maybe or change to become that person?

AR ERIE:

MR TE—H. SAMRMIIAER~REEN, HEFMINNER: RRETEMAEFH~REESHE
do —MEFBH PM SRR TELRFERM, MNRIMERABFHE NS FFRERN PM—ELINFLEFBKRE
Christian X###) PM—— i 18] LUMLE A AT & R AR A ABERIAN?

[00:08:06] Christian Idiodi

English:



Well, | was just joking with someone earlier. | said, "I've only seen great product managers come out of
two places. One, either a series of massive failure in their career or experiences that have been bad or
from learning from great product leaders." The reality of this kind of role, it's kind of like if you have all
kinds of... maybe you're like on a sport, like a quarterback on a team, you need to practice product
management to be good at product management. You're not going to get mastery by avoiding some of
these elements. And we've kind of clearly defined what you need to represent to a company for them to
trust you. So there is this period of humility that | challenge all product managers to have, this period of

learning, recognizing what you do not know.
R EIE:

BNAEEMAFK. Hit, “BRUIIAENFRIEBMBEMEG =% BARRUEEPZHI—ZRT!
EXBRMEFERNAL, BARRMBHTmATEFS,” IMABHNIRALERE, mEFEETEHH—
%, LWEARENES T, MEERIKE~mEEREFERKTREE, (AT EET kX EERRIRET
158, RNELBERMEXTMFEMATDRRATERFEE. Bit, HRSEFAE~nIEREZL—K
“GRBERT , —ERFIH, KEIAECTAIERRE,

[00:09:35] Christian Idiodi
English:

And what you do not have is the trust of an organization or even in yourself that you know the customer,
the business or the data better than anybody else. What you need to do is quickly try to accelerate that.
You're going to find the loudest, most influential person in your organization, the person that everybody
knows, knows everything, is in every meeting and stuff, and you're going to ask them to teach you. You're
going to challenge them. And if they don't have the time to teach you, you're going to volunteer to help
them. I'm going to intern for you. You're going to get permission from your manager and say, "Look, |
want to spend time with Lenny. He's the head of sales, he's the head of operations and stuff. | just want to
learn from him." Now, what you're doing is you're extending that person's trust to yourself. You're also
building a relationship with that person. But more importantly, you're learning what is driving that

person's influence, which is their competence in the business or the customer.
FRCERIE:

MIMAERZHZARMENERE, EERMNECS “LHEMAHETRES. WSEHIE" NE0. (REEM
R R REAEX MR, EREFARAPREIEEN. REFZMANA, BIAKEREMERAA. SRS
ZWHIA, BEIR EBbbftel]. MRMITLISEEMR, MMBREEMIT. W “TRLEMIELIE" . &
ESEEMNRR, B “HWERES[ETERE Lenny, thEHFHEXE, BEEEXE, RREREMFES” W
T, MATERNEFBTANEELEHREIFECE L. MEESHBIARILXR. EEEENZE, REEFIE
ALKz T A AR, BTSSR P A ERIREERES

[00:09:51] Christian Idiodi
English:

After you've done that, you have to keep doing discovery because what's going to be different now is that
person knows they've taught you everything that they know, but everybody now sees you learning every
single day. So at some point, people will recognize that you might have more insights and more data than
anybody else, and they will only know this because they've seen you learn from the best and they've seen
you continuing to learn. So | always practically advise product managers in this kind of scenario, build
relationships with people. You earn their trust by asking them to do two things. One, you're either going



to teach me or I'm going to help you. And you're going to build relationships there, gain experience with
them. You've got to immerse yourself in the deeper understanding of the business and the data.

AR ERIE:

MEREZ G, RETNBEHITmRER (Discovery), FNMERBRART, BHAREMBELIBAAN—
tIERELA TR, MAKMAEBREMREREBEF S, AL, ERENEZ, AMNSBIRFRAIELLERAZBBEE
ZRRAEMGIE, MM ZFAUMEX—R, EENMIEREIRRARMAFHATS, HEIIRFLFMT
#HL, FIURERSEMBNATFIMBRTH~REE: SABRIXR, BIERMIMHEHERREE
£ BARHBIH®, BAHEM. EMWERIXR, MEKR, MLIULE STRENLSHBIERNREER
&

[00:10:38] Lenny
English:

Wow, there's a lot there. Because this is awesome. This is exactly, | think what people want to hear is how
do you become better and how do you become more trusted and respected? So things you're
recommending to PMs that want to become better, less disliked, more successful. | just took some notes
as you were talking. One is there's a sense of becoming more full stack in the company, like understand
the business, not just there's your one product and here's your one goal. And then this idea of just be
always learning, which is both you are learning things and also people see that you're learning and see
that you really care about a lot of the parts of the business that maybe you wouldn't naturally be inclined
to understand. And that also helps you build relationships. And also just this really important point of if
you know more than anyone else, people will innately trust you and respect you and want you on the
team because you happen to have a lot of answers.

AR ERIE:

I, ERERK. XX#ET. AREXERANEIRER: NAREEY, NUEFEREEMNEE? (RHEH
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[00:11:25] Christian Idiodi
English:

Yes.

A ERE:

o

[00:11:26] Lenny
English:

Awesome. Kind of on a similar thread, something that Silicon Valley product group has is a really good
definition of what a product manager's job is. And | thought it'd be cool just to spend a little time here.
There's these four attributes you guys like to share. Can you just talk about that, as a little foundational?



AR ERIE:

KiFETo IREXNER, EATREEANTREENTEE - M EEFNE X, HEERBSEHEX D 7]
KENENTEN, sFAEMAIRHHD?

[00:11:40] Christian Idiodi
English:

| kind of mentioned before, a product manager is in a team sport, so they work as part of a team to
uncover a solution, what to build. And every time you solve a problem, there's inherent risk involved.
There's the risk of will people buy this or will they choose it or will they choose to use it, which is all a
value type of risk. There's the risk of can they use it, which is a usability type of risk. The risk that we can
build it to have the skills to build it or the time to build this, that's a feasibility risk. And the risk of it
working for our business, which is a viability risk.

FRCERIR:

BZaiREE, FREES5NR—MHEANEE, PRUMIIEREAN—RREIBHRRAR, REMWEMT 4.
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[00:12:14] Christian Idiodi
English:

| cannot call out the product manager's competency. It's really to try to drive the first and the last one,
which is value and viability. A solution worth building, something people will buy, choose or use, and one
that works for our business, which is at the core of what product teams do, solve a problem in a way
customers will love and a way that works for our business. It's why the product manager gets all the rap
of, if everything goes great, a great team effort, if everything goes wrong, they blame the product
manager. It's because people hold them accountable to results. Nobody wants to work on something
nobody wanted in the first place and your job is to ensure that we are working on something people want
in the first place.

FROCERIR:

HFERET REIENE. HRORREE—TM&E—T, B “MME” M “BhaTHE . —MEFmE
MRARE, BARAMNEWE. ERNERL, FRALATERNVLSHE. XnEr~mEAZOT
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[00:12:49] Christian Idiodi
English:

And it is such an amazing role. | try to explain to people that the real essence of this job is that you wake
up on behalf of someone else to solve a problem for them. And what an amazing job. There's just no
greater... | cannot think of a better discipline with such inherent permission to solve problems on behalf



of someone. And you have to do it well enough that they give you something back in return. That's the
real essence of it, and that's the, | always call it a certificate of appreciation. And it could be in the form of
revenue, engagement, loyalty, reference, all of those things. And that's the real essence of this job. If it's
not fun, you're probably not doing it right. If it's not hard, you're probably also not doing it right.

FRCERIR:

XE—MEETNENAR, RABEMANERRE, XOTENERETET: MARMAER, AHIIFERE-R,
XEZARN—HIEW, RBELXEGKNT - TR LEEB N FZRHAE XM S EEKE. RRMAR
RIBERFE], MBMEGAMSEBY, FEMMNERSMER. XMBENER, REMZN “AAE
B o EAURKA. E5E. BBE. #EFTH. XMEXMITENESR. MREAER, (ReJseME
T MRERIRME, (RATEEHMET .

[00:13:51] Lenny
English:

Wow, | love that frame of reference of you're giving something to customers and your success is measured
by do they give something back in return, which is basically do they pay for your product? Such a
beautiful way to think about that. Oh, man. Okay. So just to summarize these four elements, there's
value, usability, viability, feasibility to understand if the product they're building hits all these attributes.

AR ERIE:

I, RIEFERXNSEER: RAZTFRMERE, MIRBIBINBUR TR ELMER, XEA EmZ2ist
MNEEARNTRES, XHEBEAAREL T XM 71, SE—TXONER: NE (Value). ZAM
(Usability) . @dkm]47#E (Viability) . s=ARBI1T1E (Feasibility) , MLER T MRFAIMEN~mETAEXLRE
1o

[00:14:15] Christian Idiodi
English:

That's right. You're trying to uncover a solution and you know you've solved the problem when you get
those two things, something customers love, they give you something back, and our business can
support it in some ways. And I'm calling out, these are the different risks in our kind of taxonomy, how we
call the things you have to tackle. And it's a team sport, and so there are these four risks of should we
build it, will people use it, will people buy it, will our customers support it or our business support it? And
you're trying to answer those questions with a designer and a product engineer.

FROCERIR:

R REERE— MRS SR, HMEMXMRET, MEAAERERT RE: —BEFEEHATOR, =
RIS URM B ARIFE. HFMREHNDEEZFHNRENE, BMEMOANNHIER. X2
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[00:14:52] Lenny
English:

Of these four, so value, usability, viability, feasibility, where do you think most new PMs fail most or
should spend more time?



AR ERIE:

AXONERF—NE. ZAME. BLATE. KARTT®
BENZEWN S EEEZE?

RARNKRZHH PM RBZEWERY, =

[00:15:00] Christian Idiodi
English:

Oh my goodness, value. Value is probably, it is the most important and the most overlooked. And the big
driver for that is often because of the operating model of teams. Teams are often given roadmaps of
projects and features to go build and deliver. If that's the case, you actually really don't need a product
manager because they're going to assume value. If the boss told me to build this, | cannot say, "Should
we build this? Is this the right thing to build? Is there a better option? Is this what people will buy?" You
just assume it's valuable.

FRCERIR:

Rif, #3E “ME” « METERREZEHERAZNBMAN. XEENEERNEREREZEANIEER
o FABEREG T ESTEMINENBRAEEAMENRZM. MREXMER, MRELREFTFESRE
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BEFREEIG? AI2X53? 7 FRERIREZNEN.

[00:15:57] Christian Idiodi
English:

So value is often the hardest thing to solve and must be overlooked. We often see bad patterns where
companies will say, "Yes, we ran a test, with 300 users and they all scored it 84% or 90%. They love it." In
that way. | said, "Well, just because somebody can use your product doesn't mean that they will buy it.
Just because they can use it doesn't mean they will choose it. Just because they can use it doesn't mean
that they will actually use it." And what people say is often different from what they do. And our job is to
actually solve the problem, which is what core value is, in a meaningful way. And often overlooked
because we check the box on our own item. So the most important, because that's to the point of the
certificate of appreciation, what you get in return, that's the ultimate outcome. Really, value.

FRCERIR:

FAIUNERERRERAN, URABHRI. RNEFEEI—LEENIRX, 28K ‘28, BT
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[00:16:55] Lenny
English:

You once gave a talk along these lines around discovery, and it was this talk of here's all of the things you
can do to help understand what to build to make something valuable. There's a billion frameworks for

every step of the discovery process, press releases, story mapping, opportunity solution, trees, fake door



tests, all these things. And you're like, if we had to pick one thing, if there's one process or approach that
you recommend most, your answer was essentially finding some number of reference customers to work
with and helping them and working with them to design the product. Do you still see that as the one, if
you had to pick one approach to figure out what to build? And if so, you just talk about how you
recommend going about that.

FROCERIR:

RBEMI—MXTmRER (Discovery) BUEM, 1REIT N7 EMHMNAWEENENRA, (RAJLUBBIFE
FB. EREIENS—TEHMELHNER: HER. REMRG. NSBRGEM. ERIINIL (Fake door
tests) FF. MR, WRLIUE—T, MRAREFE—TRIBHGTZE, MOERELXR LR FH—TEH
2/ “IFFEP” (Reference Customers), Sftfi1&1E, FEIMEIIHSHMHRIRITH M. MRIRIMIELIE
—MNHEERABEZMWES A, MMIAAAXZEED? NREEE, BRRIFEIINAIKTE.

[00:17:35] Christian Idiodi
English:

The holy grail of product walk is really a reference customer. This is somebody that has used your
solution or your product, loves it enough to tell people about it. | kind of described the work of the
product team is to solve problems in a way that customers love and a way that works for our business.
The ultimate definition for me today of the love that somebody has for our product is they're willing to
put their reputation on the line by telling people about it.

FRCERIR:

IR “E BEERMAER. XREBEERTMNBALGRSE~m, HEFEEEE, UETEER
FIFAABA. FZaiEdd, mmEANIERUEAEEZENE WSS NAREE, WHEKR,
R—PANFR BE WARENE: WIEEUECHNRZEER, REAEEX M@,

[00:18:39] Christian Idiodi
English:

And for me, if we think about you do a lot of interviews with founders and entrepreneurs and you're going
to have people that they find a market with an idea and they jump in. But if you think at the core of some
of these founder-inspired businesses where the founder will say, "Well, | had a problem and it was their
problem and they focused on solving the problem and then they got their friends on it." And so it's
almost like this idea that if they were their own first reference customer. They were so close to the
problem, immersed in the environment of the problem, solved it in a compelling way enough where it

was like, there are more people like me.
FRERIE:

WNHERY, MRFPERFRZUBANELK, MERAELEARFE—TMREZHATTIN, BUNRIREIRL
MelE AR BRI Sz, lIaARR: “BEI—TRE, B2, 1% ETFHERIBNE
2, ARLWNNAREALT.” XMGEMIECMES —MITEF. IEREIEEE, TURERRR
MR, FU—MEBLAGRNSIFERTE, UETEAN “CEESHEH—FHN

[00:19:39] Christian Idiodi

English:



And it is like if | said to you, "Lenny, let's go to a steakhouse. Find me a new steakhouse around you." You
might go online and Google and you see a steakhouse with one review. How do you feel about that? |
don't know. Maybe other people don't want to try this. You see two reviews, you're like, maybe it's the
chef and their spouse or something. The question is how many positive reviews would you have to see to
jump and say, "Let's go try this one." There are some things inherent in, if you look at Geoffrey Moore's
adoption curve and those kinds of models in here, most people don't want to be the first to try things.
But you are likely to try things if other people that look like you have accepted it or defined it as good.

AR ERIE:

XMBMRFEIRIE:  “Lenny, HNMEZFHIE, BEZX—IRMHAHANFHIE.” A= LNER, &
H—RIAE—FIFICHFHIE, RRERIWA? HAFE, BFIAFREZRH. NRMMEIREZITIL, (218,
twIFEEIHMMEEEN. REE, MREFIZVOKFTASBERN: “E, ZAXR,” XEPF L&
RIERNZEE, MRIFEREE - BE/R (Geoffrey Moore) BIXFMIZ (Adoption curve) ZRRIEE!, KZHK
AFREEAE TN BNREMATEMHNABRKIEZTTERENERN @ , MREEAREES
1o

[00:20:39] Christian Idiodi
English:

And so the whole essence for me of this technique is to create those first people, those reference
customers. If you think about how companies make the shift to becoming sales-led or operations-led,
almost all companies start product-led. The product is first. You kind of build something and it's like,
yeah, it's going, let's hire salespeople and marketing people and operational people to do it. What's really
happening is that the product team created the first customers. And now a group of people have to
capture the value that was created.

FRZERIE:

FRUASFRW, XM ARNAERMZLIER —HA, BIFBERFER MRIRBE QBN NHEREE
BERE, MEAM/LFREARRDEETmBEI. FmE— REHT—EXRAE, eBI7EFHE, AR
BAEE. mMEEARRE . EMAENRZE, mmEEETE—HRER, AE—HATEEHRESR
BEHRRIHME,

[00:20:44] Christian Idiodi
English:

So what's happening here is that it is constantly the job of product teams. The reason they lose influence
is because salespeople are having to sell a product. You see? So they're like forcing back, "I need this and
| need this." But if you came to me and said, "l want to buy steak," and | say, "Let me show you 20 people
that look like you that recommend this steakhouse," my job as a salesperson is very easy. I'm just like,
"Hey, you should eat here. Everybody that loves steak, they all eat here." So product teams feel, at this
contract to an organization when they don't create powerful reference customers. So it's by far my
favorite technique.

AR ERIE:

FRLUXERERZ, XARFmERNIE. MIAXERXMNINREZHEARFFARENE “HE &~
mo fRE, HESRIFESM: “HEEXNIEE, RFEEMTINEE." BMRMFFEIR “BEIZFH ,
MR “ILFLIRE 20 MR—EFBA, MIIESESEXIRFHHE" , BRFEAFEENTFEREEERT. HR



FER: TR, RNEEX)LIZ, FMERIZFRARER)LIZ.” MR~ mEIAFREEIE H R AT,
TR AAR P RBEIX 2Ly LRI FRUZIERIALE, XRRESENEIRAN.

[00:21:36] Christian Idiodi
English:

And the way this technique works is you want to discover and deliver and develop who has the problem,
the customer. | want to discover who has the problem. At the same time, discover and deliver a solution
to this problem. The idea here is that if you really want to solve a problem, you need to get out of your
building. Go spend time with someone that has the problem and don't leave until you solve the problem.
People talk about why we had such a record time to the Covid vaccine. Sure, technology has improved,
our research has improved. But if you think about it, we had the highest number of volunteers for
vaccination in the history of any vaccine in the history of time. Why? Did we have to look for someone
with Covid? No, they were literally all around us. The research was immersed in the environment of the
problem.

AR ERIE:

XMEANEELSRE: (MEERI. [AHEFBLERRTNER. RELKIVEFEZ, RREMHRGHE
ARENEENG R, XENZOIERE, NRFENEBRR—IER, MFE “EUHRE" . FENERERE
BLEFAENA, BERERTHEBEF. AMIKRATAMESRENHAREL T TLR. SR, FR#
T7T, MRKFRET. BNRIMFEREE, HNAEHELEAEERAIEFHERSHNENSEE. N
Fa? ZNFEZREHFHEERED? X, MIIMAERNZE. HARILETERERBRFEF,

[00:22:15] Christian Idiodi
English:

They could study... and so this is often what | call, it's almost like a pressure-cooked discovery in some
ways. If you truly, truly want to solve a problem, get out of your building, get out of the assumptions, get
out of your opinions. Immerse yourself, find someone who has the problem, stick with them until you
discover a solution for this problem. And you're going to do that. The part of why | love this technique,
the two biggest reasons | think, the first is if | cannot find a certain number of people that have this
problem, my goodness, it might not be a problem, but solve it. | have never had a product failure using
this technique. If | were to credit... goodness, | think last count, I'm up to like 205 products | have worked
on or participated in creating in my career. And | tried to build a new product every year from scratch. It's
kind of a crazy thing about me. My friends know what | want for my bad day is a problem worth solving.
And | like to go from idea to revenue, and the setup, and | test all of these techniques in this way. And
everybody knows my favorite technique is if we find a problem worth solving, we need to uncover a
solution for B2B, | want six to eight references, for B2C, | want maybe 15 to 25 references as an indication

that we've achieved product market fit.
FRERIE:

IR LOETIRS - FAIAR B E R BTN, EEMEELRER EAOR” HRER. NRFEN. B
BR—IEE, ERDAE, HFRIE, MFRR. LtBESTURES, HEBIEREBNA, REMW], HE
RAMMBERZ N ARG R RO TX M. HZFAUERZMEAR, BRIMEANERER: F—, MRFEF
H—EHENEXNRENIA, XM, BXAEREFE—MERERNRE, EAXMEAR, IMREHT
FFmRB. MRFXBE—T--- X, FELRGIHE, RRVEEFSESREFEENTRELAET 205
o BRERBENBHENE—THTm. XERIERRIEN—R. HHARNAE, EREENETFE, &
BENZ—MERBRRNAE. HERMBIFERBAN, HAEXTIERNHAEXERR, ARBANEHR



ENHFEAZ: NRHNELD T —MESFERANE@R, BNEELE—MERAARE—IF B2B, HEE6
8 MITFERF; 3F B2C, FKFJAEEE 15 5 25 MFFERF, LULEAFRENE “FRHiHE” (Product-
Market Fit) FY3E4T.

[00:23:15] Lenny
English:

Just to be clear, you said you still work, you build products yourself and you practice this and you've
built... okay, what's like every recent product that you've built? | didn't know this.

AR ERIE:

a1, MRfRIERELIF, BCWErmARExXErn%, MEMRELWRET -8, RETiE
FEmEBEML? FUBIARREX D,

[00:23:25] Christian Idiodi
English:

So | do a lot of work in Africa now. WorkNigeria is like a job board that helps people. We do kind of a job
board HR replacement and advisory too as well. I'm actually working on another app around the NDA and
protecting high-asset individuals in some ways. So kind of every year, | find a problem like that worth
solving and | practice doing the work of discovery with a team of people.

AR ERIE:

BIAEEIEMNS TRZIE. WorkNigeria si&— BN AR TIEAVBEEIR. FRATBMEM HR BHA RS
W TR, KR EREEALS—PXTF NDA (REMYN) MRIPESEFALTHNARER. FUERLEESFR
Mo — X ESHRBINE, H5ARSLES”mRRIF

[00:24:03] Lenny
English:

Okay, amazing. So just to summarize some of these points, which are really great and I've never heard it
described this way before. So basically, a really effective way to understand how to build something
people actually want and solve real problems is this idea of pick reference customers. And | really like this
word reference, which is not just they're going to help you build a thing, but they're also become a
reference to future customers because they end up loving it because you built it for them and they love it.
Your advice is find six to eight in B2B space, 15 to 25 in B2C. And the reason there's a number here is if you
find just one or two, you never know, they might be just the one or two that have this really weird
problem that no one else has. And | think that's usually the flaw in this approach is you end up building it
for a small number of people and nobody else really wants it. And it sounds like in your experience, this is
a good kind of number where probably a lot of more people will have this problem.

AR ERIE:

T8, XiET. BE—TXENR, SEBEREE, HUMMRITIXF#EA, B4 L, BFNAEEA]
HEFRENRAHBRALMPDEN - EEERNLGERE: &R “GHER” . AREXR W7
(Reference) XMal, XFMNBHREMITZFEMOE>m, MEMIIESIRARREFNESE, BRAIRAMI]
EFESH, KK E LT, REVZINETE B2B Jusiik 6 2/ 8 1, £ B2C Jfudifk 15 2 25 1 ZFAABAXT
Hy, BRBEAMNRMIAL—D, RKZAMEMTITEERZB—RTEERABEINEREEBIA. FiIAN



XM REENREET, FEREXIARDVEANET ~m, MEMAFFEE, IFERREROZE, X2
—MREFVBFXE, EEHRAEEES AFIRERFHRE,

[00:24:53] Christian Idiodi
English:

Yeah. There've been studies to validate some of these numbers. | think early, IBM, kind of struggled selling
those supercomputers. And if you're buying a million dollar computer, someone says, "Hey, do you want
to buy?" And you're like, "I don't know. Is there anybody else that has bought it? Shall | be the first?" And
there was this common question of what would it take for you to buy it? And someone says, "Hey, if | see
five or six people that look like me already have this, then | feel confident making the argument to my
company, we should jump onit." And it's like, so how do | create the first five to six? And you can see a lot
of the validation on B2C in some of the things you might see in the App Store on Yelp or those places. My
idea here is if you found a steakhouse with 25 5-star reviews, you are likely to adopt this.

AR ERIE:

W, EEFE—LEMRKIET XLEHF, KARH IBM ZHEBRITENN BRI IE®E, MRTEZ—ENE
BAETHNER, BAR: “0F, fAXE? " 8 “BWANE, EEIALIE? FizME—11E? 7
HE—MEENEE: EFEEARBEE? BAR: IR, IRFEFIAANITNEREMNVAEZRBETE, B
EMEEOAATRNEININEE—6." B4, RZOALIEHXFRSNNEFIE? £ B2C Gilsl, fRAILTE
App Store & Yelp S A BEIRZWIE, HHBER, WRMFRM—KFTHIES 25 FHEWT, RMEARESR

Ziro

[00:25:41] Christian Idiodi
English:

So in every app | have ever put on the App Store, on the day | launch the app in the app store, they are 25
5-star reviews. | will never launch an app and be like, "Let's hope Lenny loves it. Let's see who the first
person." On the very first day of launching the app, there are 25... so | will know | am not ready until | have
achieved 25 people that have told me, worked with me and said, "I am now ready to put my reputation
the line." Sometimes | might need to work with 30 people or 50 people because the output is 25 reference
customers. Because if Lenny is like, "I don't love it enough" or "I don't feel comfortable," I'm not going to
customize for Lenny. I'm going to find my single target market, talk to more people. If | get 25, | have
achieved product market fit.

AR ERIE:

FRUAFXTAZE] App Store ERIB—TNA, ERHER, #3F 25 FEEFIT. REFI LB —TINAARRE:
‘HE Lenny BN, BEERF—THP.” BAHIIE—X, A 251 FrUFEE, BEFE 251
ASFE. SHREFEHR “RNTESFRRANZELERT” , HABEET. ERFZIUEFES 30 Az 50
AEE, BAREEHE 25 MIFEF. ARNR Lenny it “BABEWR = “BREBFAHFR , BREAT
Lenny XEHl, HREIHENE—BITRTHE, SESARK. WRHFET 251, HHMERT ~mhiHtEc,

[00:26:29] Lenny
English:

So interesting. It basically kicks in this word of mouth flywheel that everyone's always looking for is how
do | get people to talk about it. Build it for them, solve their problems, tell them that it exists. You



mentioned a bit about how you understand if it's actually, let's call a product market fit, if you have
product market fit with these people that you ask them if they're going to leave you a 5-star review for
example. | guess what do you consider this is good, | got one more person that's really happy with this?
What tells you it's got product market fit with a person?

FRCERIR:

KEERT., XEA LB TENABAETHE ‘O R" | MELLAMKIEE. AtbiIE, BRI
BE, SR~ mBNEE. (FRET —RXFUMERRERI T ~mhzkic, tbinfretilEetRES
MEREFIT, HEME, RNAEHE “XREF, EXZT—IHZRIFEFZHOAN" ? FATREFIFTm
5% AEM T LE?

[00:26:55] Christian Idiodi
English:

If | were thinking about how | will do this, pick a problem to solve, first of all, | have to know who I'm
solving the problem for. And in some indication and | want to validate that this is actually a problem you
do have. And I'm looking for a certain type of person. These early adopters in our world are broken up to
technologists and evangelists. Technologists could be, "I love the new iPhone 16 is coming out and it's
going to have five cameras and | write an article in some tech review board. Super fast, super sleek, all
good design." You just love new technology. You always jump on new technology. And evangelist could
be someone that says, "Oh my, | look great with the iPhone 15, it has three cameras. | will look
phenomenal with the iPhone 16, so I'm going to go stand in line at the Apple Store for three hours or
overnight because | just can't wait to get my hands on the Apple 16."

FROCERIR:

MREZ BMNAHXEE, BRE—1NERRIRE, RONFERTRERRDR, HERBERIEXHHSE
BIREIRMEE, REEZIHEELRENA. EHINMNHOERE, XEERAXAED N “RAEX
(Technologists) 1 “#miE#&” (Evangelists), AL XAGEE: “HEWENGHELD iPhone 16, ESEER
MEGK, HEERATICIR LEREXE, BIR. B4, ®ITHER.” MHMERAENER, RE2FE—HE=id.
MmEE TR :  “KME, KA iPhone 15 BiLRBHE, EBE=1E%%, A iPhone 16 KRB RE
EN, FIUBREEREREHA=/NNEESR, RAREAREZIET.”

[00:27:53] Christian Idiodi
English:

They may feel a little irrational, but those are the kind of people you're looking for, people that believe
they have a problem. So it's like you will try any steakhouse, in my example. You're just like, "I love steak.
| don't care if there are reviews or not. I'll try it." And what I'm trying to do here is I'm saying, okay, Lenny
loves steak, he wants to try a steakhouse. And I'm good to say, "Lenny, I'm trying to build the best
steakhouse here. If | create a menu that you absolutely love, are you willing to tell people about it?" That
could be a video testimonial, write a review, stuff like that. And it's okay Lenny, if you don't love the first
iteration of it and stuff like that, | want to hear your feedback. | want you to work with me in ensuring that
| build the best steakhouse here. And that's kind of the idea.

AR ERIE:

AR EERERFEE, EXNEBMERNA —REREECERTARTEFRNA. mEERNFF
B, MEZAEAFTHE MRABRET: "BEFH, HAEFEREITR, HaEd.” HREXEEHNZ
W “9FIB, Lenny BAHE, MAZRHAHNE” REW:  “Lenny, REBHAEXBITERIFHFHIE, R



BigIH T —IMRENBEENHS, MEESIFIIAL? 7 XAUZMES. FiFiezER, Lenny, MRIEFR
ERNFE—MRAEBERR, HBAAMERT. ZBEBMMKI—ELRE, BHERREIEEZRRIIFHOFHIE X

LD BE.

[00:28:37] Christian Idiodi
English:

So I'm going to work with 25 people that look like you and I'm going to keep tweaking, in this sense
iterating on the product and the menu until Lenny's like, "My goodness, this is the best steakhouse in the
world." It is like I'm just going to write about it and when | get 25 people that have all, it's not the
steakhouse, they love it enough. Because this is where you really get the shift in value. Because if | say,
"Lenny, go write me a review, a five-star review." You're like, "I don't know if | feel comfortable about."
You say, "Why not?" You see, I'm really going to get deeper feedback because people will say or do
anything just to avoid hurting our feelings or for us to get out of their face. So they'll be like, "Yeah, yeah,
yeah, I'll give you a five-star review." But when | say do it, you're like, "Well, | have this hesitation." Why?
That's really where great discovery comes. But it's hard to in a silo. You have to be immersed with the
person that has the problem. So product market fit is when you iterate it in this discovery, you've
discovered and delivered something so meaningful that these customers that are your target customers,
are willing to put their reputation on the line and be a reference. That's my indication.

FROCERIR:

FRIAFLEM 25 MEMRXFRIAGIE, RETEE. SAFRMRE, HE Lenny Hi:  “XIW, XZ2HF ERIFH
FHHE.” ARMMEETTIE. HHFE 25 MRXENAN, AMUEFHHESS, MEMNEBEEE,
ARXTABNERERTHA, NREIZH: “Lenny, EABEITMHEWT.” MK “BFAHER=R
BRFERE.” KM “AHARRE? 7 fE, RENIFBEERENRE, BAANNERSAT AMAFEAR
RBHA T UERMNEZEFMEOSTN, =W 171717, RILREEFIT.” ELRERILIREN, (R
=P W, REERINK.” ATA? ZARHARRIKR, EXREEIMILNFRRTN, ROTURTE
BRENAZL. FRAFmT7RERE: ARRIESR, MARARNTERERXNERA, UEFTMHNE
TR BEUREBFRAMAITT. XFEFKBIEIT.

[00:29:49] Lenny
English:

I imagine though, Christian, so charismatic, comes to me and says, "Hey Lenny, would you leave me a five
star review for this product. I'm working on this, I'm trying to figure out if people want it." | would be like,
"Yeah, of course. I'll leave you a five-star review." What do you do to kind of avoid that, just like | just want
to be nice, like I don't care, I'll leave a five-star review.

FROCERIR:
BFEEBR, Christian RABH, BRI T8 Lenny, REELXNTmBNREFITIE? HIETEHA
BEEMIRERE,” HEERR: “REE, 3R, RFREFHT” RN EXMERL —BFK

(=
O

[AEBRINERY, RERREFTTF, FRUEFENFIT?

[00:30:06] Christian Idiodi

English:



You. It's part of why | need 25 in B2C. And don't get me wrong, if | can convince 25 people in there, | may
have a marketing product and a charismatic marketing products. If that's all | needed to do was a good
message and charisma to get people on it. The good benefits of this is that you can tackle risk very early
because you can involve many other parts of your organization, marketing, sales, legal, finance. People
often ask me how do | come up with the marketing spiel or the description? I'm like, "I don't make that
up." If 1 ask Lenny, "What do you feel about this product?" And he says, "Well, it's cool and it's very sleek
and very nice." The marketing department will say, "We don't like those terms. We want to call it
comprehensive." And when you go out to sell your product, people are going to be disappointed because
the expectations are created by what's on the box.

AR ERIE:

XA AT B2C TAFKFE 25 PANRE. 3RS, ARFKEEWR 25 ™A, KAIEAE—ITEHEE"®
H— P RABINEHE"m. WRIAFEFNESMN D ABIREEILALIKEE, X5 ERF QA ZIRATLE
BREMIIXEE, RAMRELGEARMNEMEISS#HFK: Hip. HE. 5. WS, AMMEBEFNFEEE
EHIEAER? Hit: “BEABHELRN.” MRFKF Lenny: “REFXI=@REARE? ” i “B, &
RES, IFEERT, FEF.” DHHAEZNR: “RNFENXLERE, BAEBTRZA 2HUN 7 BHRE
EHEFRN, AMZRBEIKRE, AATHRHAEES LNXFEIER,.

[00:31:04] Christian Idiodi
English:

I only market exactly what customers tell me. | have never been surprised about what customers will say
when | release a product because in this technique | already get their feedback. And so I'm going to put
exactly what Lenny said on the box. "Hey, this product's cool and sleek and easy to use." I've only
launched a product that says super fast but difficult to read because the technology team said there was
no way to change the font on something and it was just going to be difficult to read. And you know what
everybody did when they got the product? "Oh my goodness, it is super [fast]. All right, it is also difficult
to read." It matched their expectations in some ways. So what | do here is | learn how to sell the product
with this technique, | learn how to market the product because | have real people, that we're not making
assumptions. What's the best way to market this? How much Lenny? How would you find this? Does this
language resonate with you? Does this properly describe the menu? See? So that's kind of what you're
doing when you use a technique like this. It feels heavy to people, but that's kind of part of the practice of
it. If you do this a whole lot, you get really comfortable at involving, you're working with your customers
to solve it. But for me, the fact that you will not have a product failure because you have a natural pivot
out, meaning if | can't find 25 people that love steak, why in the world am | building a steakhouse? So if
you don't find enough people that love this problem and are willing to help you, just be like, this is not a
problem worth solving. But more importantly, you really start to get... is the fastest part to product
market fit, the clearest definition for me because | know when my product is ready, when I've dotted
those I's and crossed those T's, in that way.

FRCERIR:

BAREZFASFENABTHITEH. £Hrmly, RMRNEAITNRIRY, @I XMiEAR, RE
ZRETHMNRE. FILRSIE Lenny HENERBAEMENIEREF L. TR, XT~nRE. BA9. 5T
fER.” RBERHI— "M, HAR “RERREMELFE" , RARKREAGLINEERFE, FIRER
HBRSREM. (FAEARZEFT@EEARE? “XW, SHIBR, FIE, EHRHTRMER." XERMWIE
B LS 7T t1afE. FRUREXEMHZEIXMRARZINARE>m, FINEEHE"m, BHEE
BELMA, BAZREMRKRIE. EHEXNTRIREDRZMA? Lenny, EENZLDE? (RREAKEIE?
XAIES RS ERHIEIN? XZTEMER T RE? IE, XMEBIRERXMRAAEN. AEREX



RonE, EXERRKEN—ED, MRMREEXFY, MIEBIRTILELSSERLEBRET, B
FKift, RRBHZIMAZIEH@mAY, BAGRE—TBEAN “BhxR” —HRMENR, MRFEAE 251E
IZHHIA, HEIRATAZAFHIE? FIUMNMRMRAIERSAEXNAAH B EEBRBOIA, BRERE
AN XRB—MEREANRE. EEENE, MENARRART - XBEFTmh i LRERIRAEE,
BRI BRRBMNEN, EAKIEmtARMEESRT T, HARFAIANATEHLEZLE T,

[00:32:49] Lenny
English:

[ think your point there, recruiting is itself a huge signal, is really important. Can you find people that have
this problem and care enough about this problem that they're going to talk to you and spend time
exploring this thing that doesn't exist yet. | think that's super interesting. And then | think another key
part of this is it's one solution that solves many people's problems. And it can't be a bunch of different
things for a bunch of different people.

AR ERIE:

HANRRIVE—REEER: BEEAIME—TEANES. MESEHRIEIGX N RIEH E 5K X
EFEBA, UEFHMNBEEMERYK, HENEBREXNMEFREFENRE, BRESXEREB. MAKIANS
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[00:33:10] Christian Idiodi
English:

That's right, that's right. If one person says, "I don't want this," wants this, another person wants this, you
don'tdo it. That's how you know you do the minimum. All 25 have to want the same thing. If one person's
out, you just don't do it at all. And the reason that's powerful is because if | come to you and | say, "Hey,
it's missing this feature." | say, "Well yeah, 25 people that look like you that are very happy without it."
You see? That's how if you think about what you do in a review, you see the five stars and you instantly
like, "Oh, that's good enough." But if you have a question, what do you do, you cannot double click on
the review to read. And that's how people get convinced. There's this social influence of like, "Well,
Lenny's cool, he likes the steakhouse. I should like it. He's fine with this not being there so | should be fine
with it." So your references are super powerful in more than any company, in influencing consumers on
what they should choose or not choose.

AR ERIE:
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[00:34:06] Lenny

English:



Basically, Stripe builds new products exactly this way. They find new customers that have a problem and
they work with very small number of customers to build a product for them, and that's how a lot of their
new product... | think Rippling works like this too. So I think this is a really good lesson for everyone
listening, if they're trying to build something new. Is there an example that comes to mind that would be,
I don't know, interesting to talk through, of something you built that you worked through this process?

FROCERIR:

B b, Stripe MEXBFHALHMT MY MITREEMRAENER, SROBEFAGEFL™m, XmEt()
REMHF=mBIRIR - F8 Rippling L @XIFIEErY. FrLA FIERWIA. BEALMABNE AR, X
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[00:34:30] Christian Idiodi
English:

Oh, boy. I tell the example of solving a problem when | was at a staffing company, Snagajob. They do
hourly jobs and help people find their best job or an hourly job and I actually get a call here from the head
of Global staffing at Starbucks. Now, he called me, you can see the benefit of this technique, because I'm
the person he calls when he has problems. I've used this technique with him at a previous company. He
didn't even know | was at a new company. And he calls me up and he says, "Christian, | have a problem." |
said, "Well, don't we all have problems?" He said, well, "We just bought a bakery in the San Francisco Bay
Area. And as we're doing the paperwork to kind of take over this company or this acquisition, we realized
that close to 800 of the employees may be undocumented workers."

FRCERIR:

MR, RN, BEENMIF, BBEIE—KRN Snagajob RIBE AT TR ARRAET— ), {th{i 1] \63 THEEE,
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[00:35:22] Christian Idiodi
English:

And | said, "Wow, that does sound like a problem." He's like, "Yeah, imagine if this breaks out in the news
and all of that. But more importantly, we still need to get all their paperwork. So all these people are
going to quit and we'll have a new bakery without employees." And my first question to him as a product
guy is like, "Wow, would you give me a million dollars to solve this problem?" And it's like, "No,
seriously?" | was like, "300,000." I'm throwing out numbers. He's like, "Maybe." | said, "Wow, you have my
attention." | go to my CEO, | tell him to call. | grab a designer and an engineer. | just say, "Hey look, |
would love to work on a little project with you all if you have some time." | kind of debrief them on the
call. Now the first thing | have to do is to try to define the problem, identify problems. What really is the
problem going on?

FRSCERIF:
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XD EIE, BHR—BIQITIMN—RITEN. HRI2R: 18, IfE, NRMENERE, TENERN—EMR
—MNRE.” HRMNEENATER. NERSIHENE—HERZHENXRE, R5RE. BERLKET
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[00:36:08] Christian Idiodi
English:

Yeah, we're breaking it down, we're talking through this. We say, well, at the end of the day, Starbucks
needs to hire like 800 people quickly because we can't fix getting everybody's paperwork. But they're
going to lose these people and they need to hire those quickly. And | say, well, who else has this problem?
We're trying to throw out guesses. I'm like, "What are we talking about? Let's go out." Everybody jumps in
my car and we start driving around and this is where we're doing our product work from. We're talking in
the car, just out of the building. We see a new construction site for a new McDonald's coming soon and
we're curious. We're like, well, "Let's go find out." We start talking to people on sites. Fortunately, the
operations director is on site and we ask him, we say, tell us about opening up a new McDonald's.

AR ERIE:
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FRrE AR FLRE. EBfMSREXEAN, FRUEERE4 G KA, EEEEIEXNEE? HA1HERFN.
Fin: CRBMHLRA? E, HEEE.” ARBERNE, RiTFRHL%EE, XIMERNARTmIENS
Mo HMNEEEPXR, EHDAE, HNBE—TEIBAFUNHZLFZRING, HINRTFET HTHR:
G, BR—T." HNFEMIMZBIAIR. =2, BELSEMEINT, HilEfth: “RETHEIRFHFT
—REZYHERERE,”

[00:36:54] Christian Idiodi
English:

He says, "Well, do you know we need like 120 people on opening day?" We're like, "Whoo, for
McDonald's? Really, 120 people?" He's like, "Yeah, do you know that most of the people in this industry
don't show up to work on the very first day, and every day we're in construction, we're losing money. So
the second the bathrooms, the restrooms, are done, we want to open up." We're like, "Wow, we didn't
think about this, new construction, a new store opening." They need to hire lots of people quickly. So |
said, "Thank you very much." | gave him my business card, he gave me his. We jumped back in the car. We
just kept driving. We went to the mall. We started talking to people there. We talked to a manager at
Macy's and she said, "Oh look, we hire 20,000 people in the holiday season."

FRCERIR:
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[00:37:36] Christian Idiodi

English:



We're like, "Macy's." Yeah, it's like nights, weekend, shipping, stuff like this. We started hiring in the
summer because of how painful it is. Now, all we're doing here is just validating that this is a real
problem, like other people will have the problem. So we go back to the office, we're brainstorming, like,
"How will someone even go about solving this problem?" We're thinking this was like, we're not really
sure, but McDonald's guy was very desperate. | said, " | have his business card." We start throwing some
ideas. So | called the McDonald's person and | said, "Look, you just met with us." He's like, "Yeah. We
would love to help you solve the problem." He said, "Well, what do you have in mind?" | said, "We've
been talking. What if we just sent you some people to interview. And if you like them, you'll hire them."

AR ERIE:

BATHI: “HBEERE! 7 28, BEKRME. AR MRZEN. BNBBXEET, WIIMNEXMAREA
Ao BTE, BAIFABEI—IRRBATIRIEXZ—TEENEE, BEMASZBERXNEH, FE2HANEZID
RNEFRIMNTE . “BIRZELABRINEE? ~ HNEHFLHE, ERIELUFTHIAFEELE, Fix:
‘HEMNRA” HNFBRREE L%, FTREAGZYZFWIATEIER: 175, FRILIHIT.” f
W B FAVRAEEMFEBANE" fthin): “MREMHARE? 7 Fi: “BiBHedT. ORBENEEE
—EAEER, MRMRERMN], MBMRAMI], Ear? ”

[00:38:18] Christian Idiodi
English:

He said, "That seems fairly easy." He's like, "How do | pay for this?" And we took a swag like, "Maybe you
pay us for everybody that you hire." He was like, "Oh, | don't see much risk to that. This is great." I'm like,
"Oh, okay." We have no sense of what to do. We are literally Googling, how do people find a job at
McDonald's? We go to colleges, we are sticking up flyers. We are putting ads in the newspaper back then,
we are looking at different techniques to try to get people into a funnel and interest by posting on
Craigslist or things like that. At the end of the week, we get about 40 people that are interested to come to
the interview. We're like, that feels good for our first try. We call the manager up and we say, "Look, on
Monday we will send you 40 people to interview. This is great."

FRCERIR:

fthir: “XITEEREERN.” Min: “WZEAME? 7 BIMEOKRT —MAR:. “WiFrAS— I RANA
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[00:39:05] Christian Idiodi
English:

Monday | take my designer, my engineer, we are on site with the manager. At nine o'clock, we expect
three people to show up for interviews. Nobody shows up. 10 o'clock, another three, one person shows
up. We got to the end of the day, less than 20 people show up. This man only has four or five people. We
are like, "We suck this. This is terrible." We go to the manager, " Let's go and apologize for wasting your
day and stuff." He starts to laugh. We're like, "What's going on?" He said, "Look, | forgot to tell you. Folks
in this industry don't even show up to interviews. We are McDonald's, we pay minimum wage. People will
leave us for 25 more cents an hour. They will leave us for a job that is one block closer to their house or
less than a mile closer to their home."



AR ERIE:
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[00:39:54] Christian Idiodi
English:

Now, the engineer is with us and he's thinking about it. It's like, this is really interesting. About half of the
people showed up. He hired one in five. If you really want to solve this problem, playing the laws of
averages, we probably need to send this man close to 200 people. We need to go bigger. So we are
storming the office, we called the McDonald's guy again. | was like, "Can we try again next Monday?" And
he's like, "Do | only pay for the people I hire?" We're like, "Sure." It's like, "Oh, go ahead and kill yourself

on this." It's a pain. We've been trying all kinds of things for years.
R EIE:

SR TRIMAMBFNE—E, WEERE, k. “XREB. RO—FHART, RATHESZ— WRMRE
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[00:40:26] Christian Idiodi
English:

Now, we start doubling down our efforts. We start calling back all the people that didn't show up for
interviews like, "What's going on? Did you get lost? Don't you want a job? What's wrong with you?" We
start figuring out what portals worked well for us the last time, what wasted our money, what was the
cost to acquire a person. And we spend a week doubling our efforts on those channels. We probably have
about 120, 130 people on the list. The Sunday beforehand, we start calling them up like, "Please show up.
Don't embarrass us. Don't you want the job? Do you need that address? Should | call you a reminder, set
your alarm." We're trying all the techniques to try to get more people. There we go the next day and at
the end of the day he has about forty-five to 50 people. He comes to us, he shakes our hand. He's like,
"Whoa, the quality was excellent. All my recruiters were engaged. The day was smooth," [inaudible
01:41:17] how successful we are.

FRCERIR:
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[00:41:18] Christian Idiodi
English:

He's like, "I want to use you for every new McDonald's | open in the area." Now, | don't know | have a
product. | just know | was able to help one person at McDonald's. But | feel like | have enough learning. So
| called up my friend at Starbucks and | said, "Hey, man, remember the problem we talked the about?"
He's like, "Yeah. | would love to help you solve it." He said, "Oh, okay. What do you have in mind?" | said,
"Well, | think we need to send you about 3000 people to interview." He said, "3000 people? | told you |
only need 800." | said, in this industry, most people don't show up for interviews, right? He said, "Oh my
goodness. You know our industry well. | like this. I'm going to take this up, | think we'll give you this
contract."

FROCERIR:
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[00:42:15] Christian Idiodi
English:

| take my designer, my engineer, we go to San Francisco. We're out there recruiting because this is where
it was based. We have to get a whole hotel, hire people. We are working all the channels we knew,
working in the area. Remember, we don't have any software, no technology. The designer, we're doing
this manually, Excel spreadsheets, phones, emails, in that way. In one week, Starbucks hired 784 people. |
get an email the next Monday morning from the contact at Starbucks. He copied Howard Schultz, then
CEO of Starbucks. The email read, "These guys just saved our butts." | sent it to my CEO, but then I said,
"You know what?" | only know now | can help on McDonald's and a Starbucks, but that doesn't mean |

have a product.
FRZERIE:
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[00:43:00] Christian Idiodi
English:

But | now have enough of problem definition. | reached out to the head of marketing, the head of sales. |
said, "Tell us who has this problem you've come across," because we need to work with more people to
try to uncover a solution that is scalable, maintainable, reliable, and works for our business. Weirdly
enough, the next opportunity we had was the Los Angeles International Airport. They were opening up a
new terminal and they said, "We need 200 people to manage all the stores in the new terminal." And we



were like, "200 people? We just hired close to 800. We got this." We go to LA for the briefing with the
staffing group and they tell us the people that work at an international airport have to match the
demographics of the travelers.

AR ERIE:
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[00:43:49] Christian Idiodi
English:

We say, "Say what? Yeah, we have 13% Chinese-speaking travelers, we need 13% Chinese-speaking
employees." We say, "Sorry? We've got 5% Korean speaking." | mean my team is in LA, we're in
Chinatown. We are speaking, trying to recruit people to come and work in an airport. If we expect 10
people to show up, only one person shows up. We start calling job seekers up like, "What's going on?"
They say, "Do you know what it means to work at an airport?" First, | wake up at five o'clock, | drive to the
employee parking lot. | get into a bus. Then | go through security. There was not like TSA pre-check back
then. Then if | want to break, | go to security again and then you pay me minimum wage. It took us close
to three months to staff this. We had to negotiate with the union to raise the price to like $15 an hour to
attract people. When we come back from that, you know what we're saying, that is not our customer.
Never again. We are never doing airports. That's a pain.

AR ERIE:
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[00:44:24] Christian Idiodi
English:

Around this time, it was the holiday season, so we reached out to the person at Macy's. We told them
about our work with McDonald's. They say, "Oh, we'll try this." We started working with them. You can
imagine through this, the engineer is thinking, how can | use technology to improve this? | always tell this
to people, | never wrote a requirements document, | never wrote a story. So the designer is thinking, how
can we improve the end-to-end experience? Okay, we need a recruiter experience, a job seeker
experience. We had a funnel. We need to build a scheduling tool so that they can scale the interview. Oh,
what about notification? Maybe text message. We can send them a map so that they can know how to get
to the... | mean, all of these things, because they were involved from the very beginning in defining the
problem, they were immersed in the solution to the problem. It takes us about eight and a half, almost
nine months to build this. When we launched this product in its first 90 days, it booked $32 million in
sales.



AR ERIE:
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[00:45:22] Christian Idiodi
English:

Why? Because you got McDonald's probably until today using this product to open up every new store.
Well, Starbucks went to the global contract. We say, " Well, we've only done discovery in the US so | only
know where it works in this market." And we started finding, if you look at NASCAR, some of these big
sporting events, they have to bring a lot of people together very quickly for a short amount of time. And
this is the same kind of product they use to do that high volume hiring in a short amount of time. If you
think about it, | was discovering who had the problem and developing the customers that have the
problem. At the same time, | was discovering and delivering a solution to that problem.

FROCERIR:
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[00:46:01] Lenny

English:

That's insane. You said you made thirty-something million dollars the first year of launching this thing.
FROCERIR:

AT RREHE—FEMR T =TZH%E7T.

[00:46:06] Christian Idiodi
English:

Yeah.

R EIE:

=i

[00:46:06] Lenny



English:

That's unreal. | love how this is the epitome of doing things that don't scale. You going hiring McDonald's
employees and then Starbucks employees. Then airport employees. Wow.

FRZERIE:

FEIB BERXMIF, EFER “MHBLTEMEUMERE" (doing things that don't scale) HIZER.
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[00:46:18] Christian Idiodi
English:

You do things that don't scale and then you do things that do scale. And it's so powerful when you
discover how to do things that don't scale, when you actually know. Because it's the power of technology
is just the beauty of what it can do at scale.

AR ERIE:
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[00:46:34] Lenny
English:

And to that point, it's easier said... a lot of people talk about doing things that don't scale. Many people
don't actually do anything like that. They're like, "Nah, let someone else figure that out, or let's just
actually think about the future of this versus just doing it and solving and finding problems." | love that
also, you didn't do any of these other, the things we talked about. There's no fake door test, there's no
opportunity solution trees. There's no user interview. You're talking to people. It wasn't like a user

research interview, come sit down, ask questions.

AR ERIE:
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[00:47:00] Christian Idiodi
English:

| said, there's nothing better in learning how to solve a problem than trying to solve the problem. You will
get all the answers, the research, the failure, the mistakes, all the evidence. You know the difference
between what people say, this is what they do. You'll validate and test. Because at the end of the day,
what is statistically relevant? Solving the problem is the clearest indication that we've solved the problem
and that we know how to solve the problem then. And so yeah, very powerful technique.

AR ERIE:
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[00:47:30] Lenny
English:

And | love that you didn't really know exactly where this was going to lead. It was just kind of this
exploratory, let's see if there's something here. And you just kept following this like, huh, there's a
problem. It looks like we found a way to solve it. Let's just see where else this can take us. Amazing.

AR ERIE:

HRERMRARHARHDNEXZERTS. XRB—MHREMENZR: UBIMNEEXERTENZ. AR
—HIREXNBBETE: &R, XEENRE, BRFNVRETRRGE, LRNEEXEEFTRIEME.
AET o

[00:47:44] Lenny (Sponsor: Teal)
English:

This time of year is prime for career reflection and setting goals for professional growth. | always like to
spend this time reflecting on what | accomplished the previous year, what | hope to accomplish the next
year, and whether this is the year | look for a new opportunity. That's where today's sponsor, Teal comes
in. Teal provides you with the tools to run an amazing job search. With an Al-powered resume builder, job
tracker, cover letter generator, and Chrome extension that integrates with over 40 job boards, Teal is the
all-in-one platform you need to run a more streamlined and efficient job search and stand out in this
competitive market. There's a reason nearly 1 million people have trusted Teal to run their job search. If
you're thinking of making a change in the new year, leverage Teal to grow your career on your own terms.

Get started for free at tealhg.com/lenny.
FEiE:

SENX MR & BIIEER K BIRNE SN, REEENERERBEFRET AR,
BAEFELIMMTA, URSERTEIFEINEN—F, XMESRNEENE Teal KESFHMT, Teal HE
REHITHERIRMENTR, EE A RohAEHEMES. IRMLEERES. REEEMBURERT 40 ZNME
BRI Chrome ¥ B2, Teal 2E#HITEEE. B KIRHES S HZIMNTIZF B E RN —ih
F&, i 100 A ASE Teal RFTREEZEREN, NREEEERERHN—FEMHKRET, EFIA Teal UEBD
AR KEBEI, 7£ tealhg.com/lenny GeE&FF4A,

[00:48:34] Lenny
English:

| want to shift to a different topic. You spend a lot of time helping product leaders get better at coaching,
get better at building relationships, get better at building trust with their teammates. Marty Cagan
actually shared this quote with me when he joined, he said that you can build trust with executives and
product leaders faster than anyone else he knows, and the people you coach adore him like some kind of
rock star. He's literally on speed dial for several of the CEOs of the largest companies in the world. Okay,
so let me just ask you, what's your secret to being a great coach, and how can people listening become
better coaches to their reports, maybe colleagues?



AR ERIE:

BRI N FRENRE. FRETRZNEEPDASERSHEHTES, EFHEIXR, Eiftt5H
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[00:49:12] Christian Idiodi
English:

This topic is probably near and dear to my heart because, | mean, there are many ways that | think our
corporate structures have failed in creating high performance and stability in people, and | think one of
them is actually encro of leadership. And by leadership, the key component | often point to is coaching.
This idea of what truly is the job of a leader. And | tell people, yeah, it's context and culture at the highest
level like, why are we here? Where are we going? How do we organize ourselves to get there? What's
important? Just kinds of things and the environment in which we do it, but there's a people element
because you recognize that you want an outcome and you need people working together to that
outcome.

AR ERIE:

XMEANBRRIEREFEY), AAFIAABRNVEVEREEESSEFRMRATIREETEEREZRNZL, H
h2Z—REMASANRK. REAS], REBRHHNXBANSOME “BEHS” (Coaching), BISE
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[00:50:15] Christian Idiodi
English:

So | now have to staff those people and | have to hire and train them and equip them and then appoint
them to what those things are. But many of those things are one-off, meaning | create a vision, | create a
strategy. | hire a person. There's something that is every day and that's coaching, that's like the day job of
managers. And if | think about high performing teams in the world, and you can pick sports is one of
those, artists, they have coaches and managers like it's an everyday thing. And the idea is that when |
explain this to people, | say doing product management is a product manager's job, but getting better at
product management is the manager's job, is the coach's job. And people tend to misunderstand how
that dynamic works.

FRCERIR:

FRABRIMEDINEEXEAR, BRA. HIIFEEM], ARERBINEEXLESE, EEPREFFHE—R
MRy, EEINEFIERR. FIEEEE. BA—TA. BE—HEEEXTEHN, BRIRHREHS, XMGEE
ERREIF. MRFBIHR ESSUHIEI, (RAILLEFBEMHZEAR, WITHEHRENELAN, X2
—TEENET. SHRAAMBEX—R, X3 MTaERERraIENIE, B "TREEKTRE
2 BEIENTE, BRGNIE. AMVETIRE T ZIMEIRXRR.

[00:50:57] Christian Idiodi



English:

You see, if you are playing a game, you're in the game. The coaches are on the sideline watching you play
the game and getting you better at playing the game. Your job may be to kick or pass the ball and you
need a competence level, but somebody's job is every day looking for ways for you to be better at your
job. The number one reason most people don't give good coaching is because they've never experienced
good coaching themselves. And most people can only give to other people what has been given to them,
what experiences they've seen.

FROCERIR:

frE, MRIFELLRE, RMED L. BEEHADEEMLRE, ILRELFPRNEET. RELIFAEIHIX
eIk, (REE—ENENKT, EEMANIEESRIHILMELFRRAFELNG X KASHATE
KHESNEERR, BERANMINESMARERINFHHS. KRSHAREEINAL FHNNARA. HEMW)
RIHERHLETMA.

[00:51:36] Christian Idiodi
English:

| was in an executive meeting with a CEO and he gets up in a meeting and he just starts screaming and
cursing at everybody, just throwing up And | said, "Whoa, whoa." | said, "Can we talk outside?" They pick
him outside. | was like, "First of all, | don't even think | can work with you anymore given this
environment you're creating, but | need to understand why you are talking to your team like that." And he
says to me, he says, "Christian, well my boss used to scream at me like this. And look at me, I'm now a
CEO, | got it, | understand it. They are grownups, they can understand it too."

FRCERIR:

HEESMI—1 CEONFERN, MEZLRAWER, FIRNMEAKRERM. B, GEEEARM. &
w2, BB, FHOBERINEKXKID? 7 HANEMERSINE, FHik: Bk, TRIREERNXMIFRE, HE
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IR EXFRBARMUEY, BT, HIAERCEO T, HEIRT, HEM MITMERFA, thitbaEEMR."

[00:52:05] Christian Idiodi
English:

And | said, "Well, tell me what you're trying to communicate." And he explains it to me and stuff and |
said, "Is it okay if | show you an alternative way of communicating that?" He says, "What do you mean?" |
said, "Well is it first of all safe for me to do this with the team?" So | go back to the team and | say, "Look,
I'm going to try to say what the CEO was trying to say again. He's giving me permission for you to speak
freely and candidly, | want your honest opinion as to what was more effective and why." And | took a stab
at kind of representing what he was trying to say and | asked the team and it's like, yeah, it's the same
thing kind of message, but when he tells us this stuff we just go do it. We get it, we go do it. But the way
you described it right now to us, | can think of four other things | need to do. | even understand some
other things that may be missing that we need to now go tackle.

FROCERIR:

P R, BIRRIFREGAMA” thEEEET —F, R “WNRERFRRS—MEES, AU
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[00:52:57] Christian Idiodi
English:

And the CEO is kind of really taken aback and it's kind of in some ways he has never seen an alternative.
And he's never seen if an alternative be effective. Most people need to see something then they need to
do it before they can even teach it, in some ways. Now I'm saying this all because | need to make a very
strong argument for people understanding coaching. And in some ways | probably did not know that |
was probably good at coaching. | coached my kids in soccer for eight years and we always won the
championship, my boys team and | had long waiting list of people and | thought | had a fundamental flaw
in understanding it because when my kids were all four years old, when you have the kids run around the
soccer field just kicking the ball any way, my team always had plays, they all have strategy.

AR ERIE:

CEO BREIFEREIR, EEMIEEL, MMRIIBERLTE, EMRIIBERALTRRZETEN. AZBAFELE
AEME, ARFEDFMN, RETEEZHGIA. RRXERRNRZFEG MICIEANERESFHSHNER
. AEMIEE L, RUATRATNEECEKES. REREFHERHT/\E, RNBEFIEERET
BE, TERKHNENEE, REUNREEE LE—MREAERRE, AAYENEFHRIAESE, 45|
MZFRZEEKG LELIEELENY, ROEASEEEAR, SEH R,

[00:53:49] Christian Idiodi
English:

So winning games like 10 to zero, other kids, | thought I'm like, maybe | was born in another country. |
didn't know you were just meant to let them play. And | was really coaching kids and | was treating four-
year-olds like adults. We're watching video, watching tape, having real... [inaudible 00:54:05] But it was so
funny when you see them execute on the field. But I've kind of always had this mentality about the truest
forms like companies cannot care for people, people care for people. And the representation of what is
acceptable in an environment or what we do is by the leaders. Now there's some different dynamic to
why that's not happening with how we promote people and the whole poor structure around that. But
fundamentally, trust is a key part of doing this.

AR ERIE:

FRAFKAIZELL 10 tE 0 mREk. A, BIFRHBEES—TER, RANENSZEFNZR21LMW1. H
HENTEHSET, BOSHNEIRAANR. BIBLEREK, 2WREG, #TEERN--BFIMMIE
7 ERITEARENRER, R—EEHOS: QBXEROA, REAEXROA. MFERHTARAUIE
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HEZ 2k, BMRA LR, EEREPHXREED.

[00:54:50] Christian Idiodi
English:

And | think when | tell these people, | say, "Look, most people don't know that you know something until
they test you." We do it a whole lot in our environment. | ask you a question, | see how you answer and



it's like | might ask you what's one plus one? It's two and now | know that one plus one is two. | don't care
when you learned it. | need you to know that it's two to do my work. So it happens in everyday
environment and what people fail to do is to do the learning so they get the question wrong and they lose
trust. And trust is based on competence and character, there are other values like communication and
concern and care, but most corporate environments, it's a competency thing. That's why you see so many
companies accept people with bad communication, bad care, because they're very good at their job. So if
you can demonstrate competence, you will earn some trust, at least the trust of competence from people.

AR ERIE:

BREFXEAN: E, RSEEATEWRIRZE, HAANEMRERLERA” FNERRPEEXF Y. KR
— e, BRMEEE, MEREFE—N—FF/? MREFZ, AEBRNEFRE—N—FFZ7. BFE
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[00:55:44] Christian Idiodi
English:

So | kind of explained to people a whole lot that the real core of their job at first is to learn, to seek to
understand before they are understood, to know what you don't know. That humility and ego only last a
small minute. The most powerful way | have found to get trust with many people is to have them
accountable for an outcome of mine, which is to know. So if | wanted to accelerate trust with Lenny, | will
ask Lenny to teach me. And | see this like an emotional intelligence, black belt technique here, but many
environments, if you get into environment, it's very quickly for you to identify the power in that
environment. Who is influential? Who has loudest voice and all? And there's something behind why
they're powerful. Yes it is title, but if you think about why someone is called a CEO, it's because there's
some competence that made someone give them the title, they are great at growing businesses, they
have a good stride, whatever it is.

AR ERIE:

FRAREEmANERE, tTENZROERRFS, ERIERZAICIKER, X7 HRIRFIARERNRE,
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[00:56:51] Christian Idiodi
English:

So what you do to build trust is you want that person to trust you. Okay. But the only way that person will
know that they trust you is if they test you. And unfortunately many environments they do that publicly.
I'm in a meeting, | ask Lenny a question. He bumps a presentation like, oh, product managers are useless.
That person doesn't know anything. So here's what | do when | want to build trust, if Lenny's a new hire
in my company, | take Lenny to the loudest, most influential person in the company. And I say, "Look, |
just hired Lenny. Super rockstar, did all of this. But he knows nothing about that business, nothing about



how we work and stuff. | will love for you to teach him some things." Now he may be like, "I'm super busy,

I'minvolved."
RS ERIE:

FRUA T ZBIEE, (REZEBIANEER. 8. ERNAMEMEEFRNE—SARINXIR. FENZ,
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[00:57:36] Christian Idiodi
English:

I say, "Look, Lenny should just hang with you. I've played his calendar for the whole week. He's just got to
sit in meetings you are, quiet, observe, just by observing you, he will be a rockstar. No stress, nothing to
give." Now it's impossible for this leader to sit with you for a whole week without saying things like, "So
Lenny, where are you from? What do you do? Tell me about yourself." What have | now done? | forced a
relationship between a very powerful, trustworthy, influential person and somebody else that doesn't
have it. If you are walking around the company with this person, what is everybody going to say? Oh my
goodness, you're friends with that person. | want to know Lenny because we can never get him to agree
on it. So if  know Lenny, I'll be close with it. Lenny is more accessible, he's new, but how did Lenny break
in? I'm extending somebody else's trust to you.

FROCERIR:

=Wt “IRE, ik Lenny IRERHLT. HEKBTTHEANBR., tRAFERLEMRSNMINZNE, RER
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[00:58:44] Christian Idiodi
English:

Now by also making that person share in the accountability of training you or teaching you, in some ways,
| am now making them accountable for your growth. It's impossible two months from now for that
person to say, "Oh, Lenny doesn't do anything." Why? Because it makes them a bad teacher. So they're
always going to be friendly, be like, "Oh yeah, Lenny, let's have a conversation. Don't do it like this in this
way." They will prep you because it makes them look bad if you're not competent. Now, this technique
accelerates relationships and trust. It's the help me teach me type of technique. It also allows them to
observe the dynamics within the company, but it accelerates relationships because it's impossible for you
to be in a meeting with a leader all the time without the person saying something like, "Oh yeah, hey
folks, let me introduce you to Lenny." Now that person is now the one introducing you to more
connections within the company. Fastest way to build is, now feels like it's a expense but this is the job of
a coach. You are designing a very specific playbook to help people achieve the outcomes reward and
that's by getting them competent at their job and then their potential where they need to go next.



AR ERIE:

W, BB ASERINIRERIFNEE, AEMEEL, FTttiIRORKAESRE. mTAG, B
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[00:59:45] Lenny
English:

That are some Jedi ninja tricks right there. | love that. I've never heard this advice before. Makes so much
sense and it's so easy to implement.

FROCERIR:

XEEHEEMETRINNBE R, BAERT . BUBMKRITIXMHEN, FEFEE, MEEEEZE
it

[00:59:54] Lenny
English:

Amazing. For someone that maybe doesn't have a Christian around as a coach or a manager that isn't at
this level, what advice do you give people that are looking for a coach or someone that could help them
along these lines to learn to build trust and learn to just generally improve?

FROCERIR:

KIET o WFBLENEAE Christian XEFRIH LR, HEZIBKFIRLEIXPERBIAN, (RIABLIEEIHHL
SRR BRI EE. EEEANABHAEN?

[01:00:09] Christian Idiodi
English:

Boy, like | say with everything, you don't get mastery by avoidance. And one of the things that good
coaches do that when | say corporations fail companies is they don't create space for practice. | see
people complain to me about people all the time, oh this person is not good. They presented this, it was
terrible. And | ask them, "What did they do at practice?" They say, "What do you mean?" | say, "When they
were practicing this, what did they do?" Say, "Well, they didn't practice. | told them to prepare this." | say,
"Think about what happens at practice. Any practice of any sport, any game. You can stop. You can make
corrections, you can give feedback. What you do at practice, you do in the game. Product management is
a one time, game time kind of role. So when do people practice?"

FRCERIR:

R, FEZRERYN, MAEBIEERRERER ABFBEZEN—HE—mMRANELEXFERBT
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[01:00:57] Christian Idiodi
English:

And so what | tell people in the absence of getting good coaching, you need to find practice arenas. It's
kind of like if you are learning a new sport or basketball, you kind go to the gym. It's a practice arena. You
can play and shoot around and let maybe some people have pickup games that you join and stuff like this
in some ways. And so | always advise product managers like, you need to join a lot of pickup games,
which they are low barriers to entry, low evaluation reward, loan risk type of thing. Go volunteer at a non-
profit working with the team, go volunteer in your community event or church or whatever you go to, go
party. But now what am | trying to do with these things? Find places where people do collaborative
problem solving. That is what you're doing as a product team.

AR ERIE:

FRAERSEIRALN], EEERIMNFHESNERT, MEEIX ‘4317 . MEURREF —DFIEohEITE
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[01:01:50] Christian Idiodi
English:

It's more likely in a high performance environment you'll find a good coach. You'll find somebody out
there but what you're also doing is you're observing other people play. Most people learn a lot of skills by,
you watch TV like, oh I like that move. And then you go to the gym and you practice that move, you see
what you do? So it's like you're seeing then you're doing it in some ways. So you need to see good
product work so that you can do good product work so that you can teach good product work. So if you
don't have the benefit of having a good coach directly, you've got to find environments where you see
good coaching happening and a good indication of good coaching is actually good outcomes over and
over again. Winning teams, winning performances, great products, great products come from great
product teams. They probably have good leaders or a good leader within a bad culture.

FRCERIR:
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[01:02:45] Lenny

English:



So essentially it's get a bunch of reps in is a big part of this advice. Just get reps in and | think what you
just said is such an important part of it is collaborative problem solving is the key thing to look for. | was
going to ask you how you recommend people get into product management. | imagine this is a very
similar answer, it's just find opportunities to collaboratively problem solve.

FRCERIR:
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[01:03:04] Christian Idiodi
English:

That's right. And | differentiate that because there are all those guys that are the, | know | like to change a
light bulb or they can walk individually or thinker and stuff and | kind of differentiate that problem solving
from the people that are very good at working with other people to solve a problem. And there are so
many of those pockets, you're getting reps. You've heard those who that just tell you stories of them
working problem and | can see how they will help me. They know how to use data, they know how to use
insights. They're not afraid of talking to people. How are you going to get those reps? Because you come
into my company | ask you a question like, oh, | really don't know where do | find? But if you've done the
problem solve with a team, sometimes you may not even know how to get the answer, but you know who
to go to get the answer. That's a gift too.

FRCERIR:

R RZFIUKDX—xR, BEEANBLEABRKIMBRITE, HEEVWIRILTIE. BE, HBXMETFERS
BEFEEBRSMASFRRPAEHIAX D AR BREZFNEZEAILLLIRES . (RITIABLE AR {42
ARIAIBERRE, KEEFLMIISMATERI. MIMENAERLKE, MENRAERRER. tIIFRER5AR
o MITBEEARTRXEHING? ANNRMERIZNQE, HRFE—NEE, fid: B, ZFENRANE
) AR BNRIFESEN—ERRTNE, BRFAIEREERNNENAGFEIESR, BrNERERE
REIER, XWE—HXMH,

[01:03:52] Lenny
English:

I love that so much of your advice comes back to being the person that knows the most or has learned the
most or even looking like they're spending the time to learn the most, which makes so much sense. The
people you want to entrust are the people that happen to have the answers.

AR ERIE:
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[01:04:05] Christian Idiodi
English:

| try.

A EiE:
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[01:04:06] Lenny
English:

And each person will know. Yeah, it just makes sense. Something else you talk about is people getting
promoted too early. Leaders getting promoted too early, not doing well, they end up blaming others
when really they were not actually ready for this new position. Can you talk about why you think that
happens and then just how maybe as that person that might be in that position right now feeling like, oh,

shit, maybe it's not my fault.
R EIE:

BTABZE, 2, XREEE, RIS —HEBEAMTEAXR, AREFAXE, RAFE, &E
JFETFHA, MKFFLMINHLEAX NIRRT ES. RERKATAIMIANZIREZMERD? LRk
FARLMAEATREER T XFEM, B MR, 25, BIFXAZROE A, (FEFLARI?

[01:04:31] Christian Idiodi
English:

| don't know how to make an appeal to corporations on this one. It's a similar appeal in the light of
coaching too as well. Most people are promoted to a point of incompetency or so, but | kind describe the
dynamic this way. It's kind of like Lenny is a fantastic engineer. If you think about it, he wins engineer of
the year awards. If you go to the office, his picture is on the wall, everybody knows him. He's feeling good.
But it's like one year, two years, maybe eight years in Lenny's feeling like, am | really growing in my
career? Am | really challenged in my career? He looks at the engineering career ladder. The next role from
his senior engineer role is engineering manager. The leadership team, HR, they look at the same thing.

That's true. We love Lenny. We don't want to lose Lenny, we need to promote him.
FEiE:

FAREZN ARt E Il & HIFT, EH&ESHEEEERUBITT, RSBAREFAE T HIFIENE
E (RERE), HXFEAXMA: il Lenny B—RHBMIREM, tRSETFEELRIIR, BREETD
NEFE, AAFINRM. MEEREF. BT —F. BE, WIF/\FE, Lenny 515 HHRWEEANTE
REKIS? ENEIGHLEIS? thETEIRRRUME, ShIBMZENT—TABRIREZE. WSEMM
HR BEE T EHENARAE: &, &I1E Lenny, BITFEREM, BITEESFHM.

[01:05:20] Christian Idiodi
English:

And the next step is engineering manager or product manager, manager, however, | want to use the rule
here. And so, we do what? We promote Lenny. It feels good at the moment. Yeah! Congratulations on your
promotion. He posts a nice post. We are like, "Yeah, we're going to keep Lenny there for long time now
because he's promoted." Now, Lenny has never been a manager in his whole life. He's never interviewed
people, fired people, didn't even coach people or had done any of those things directly. After a couple of
months, Lenny starts to recognize an interesting pattern. Nobody's clapping for him at company
meetings anymore. And sure they've taken down his picture from the world because he's no longer an
engineer, he's a manager. So somebody else is now the engineer of the year, they are clapping for him in



meetings. He's like, he doesn't feel recognized or seen anymore. He's just a guy now behind the scenes
and that kind of thing.

AR ERIE:

TP RIBKEN~MmAETE, FERMN 4. T2, HMMTHA? HITEHAT Lenny, B—ZIERER
9, B! MBIREF. AT —FEENDE. HIME: “XIFT, WE Lenny SEXBFRKEET, EAN
ftBAIRT " AT, Lenny XEFMRIATEE, MMKREIHXIA, MKRERIA, BEEMNKREREHESIA. /1
NAE, Lenny R M— M EBHNIKR: ARNSWNEBHRANMRET, HA, tHORAHBMKIEERETFR
7, BAMFBRIREM, MRKE. NAENARTEEIREM, AKESZLABPIARE. tREESFBHEIA
AEXET, MRERR—TMEENA.

[01:06:10] Christian Idiodi
English:

Then in a couple of weeks go by, then they have a big engineering problem. And you know what Lenny
does? He jumps in and he solves the problem. Lenny did not recognize that his job has changed. His job is
no longer to solve the problem directly, but to get a team of other people good at solving problems. This
is because you're a great engineer but not a good manager. This story or this dynamic I've told is probably
the most common origin story of what people see or deem as micromanagement. In many cases here,
this individual knows how to do engineering. They don't know how to do engineering management. They
don't see the shift in their dynamic being changed. We see back patterns where it's like the second you
become a manager or a leader, you cannot say things like, | don't know. I'm not sure, | need help. Who
told us those things? But it's like such an expectation that our leaders must have the answers, must know
the right things, must do the right things.

AR ERIE:

JUAR, M7 —1MEARNIRER@, RFE Lenny T HAME? i EEMBRT R, Lenny ZERIRFM
WIEERT T, N ITEFRBREREBAND, MEitANFNEMATSERKBINE,. XRERAFRE—
BEANIRE, ERR—BFHNEE, BN MNERXMNE, TERANFAINIIAAN “HREE"
(Micromanagement) SEIWER, EXMIERT, XNMAMENEHIE, ERMENAHIEERE, i
(TEEEIECABHNES, HINEI—MERX: —BRRAKEBRMNSE, RN “BRAME” . K
THE” o “BBEER . EESRFRITXLEN? BUFE—FEE, BNMSEXNERER, BAEER
HE, HIHERNSE,

[01:07:17] Christian Idiodi
English:

And so what do we see people do? Rather than Lenny asks for help, he goes to Google and searches how
to do an interview, how to write a review. Are you seeing? He reads different articles like this one looks
cool and then he does it and nobody dies. Nothing breaks so he thinks there's a good framework and a
good pattern. And we have this dysfunctional culture of everybody doing different things, whatever
works for anybody and that is the cycle that repeats itself. Now, a person that works for Lenny sees that
he used this framework and thinks it must be a good framework, my boss did it, and you see how that
cycle repeats itself? Because Lenny didn't actually get coached to be a manager. If you ask anybody that
works with me, if come to me and say, "Oh, | need to get promoted to be a director." You know what | say?
| say, "Go be a director. You don't need a title. Let me tell you what a director does. And you're going to
work with me over the next couple of months to do those things because | am promoting you to do the
job, not to learn the job."



FRZERIE:

FRUEMBEIAMTEAM? Lenny AEFIKEE), MEXZBPERMEHITEIR, MASHENTE. REET
B2 iR 7T &FMXE, BEXNEERTHE, ABRRMT, ERQAR, HEHKEF, FAUMEEXE—T
FRERMRIL, TERINMEIMINERXBANXXK: STAHETMARNE, RBXBSEUMT, X7IME
HAREES. WE, 7 lenny TEMABIMMERTXMER, MIANRX—ERMAER, BN “HERME
XAMB” o MEXNMERZMEAEEN? EA Lenny KR EHSHREZIMALZENHS. MRIRBIER
BRIFTAFRIA, MRMEEHFOR: 1R, RFEEANSE,” FAERIRAB? HIW: “EH2EE
AT EKA UERSIFMEEEMA AR, ETRONLTAEFRBNR —EBXES, RAKREAHFENT
R W XTI, MARILR F XTI~

[01:08:52] Christian Idiodi
English:

You see where it falls apart in promotions? We promote people and it's like you're now a VP, do VP things.
And you're like, | have never done VP things before, but | cannot tell people I've never done VP things
because it makes me look incompetent, but | see the job description. | should do some VP things. What
did my last VP do? Those things and those. How you say? But the best place to learn how to be a VP is
when you're not a VP because that's where you practice being a VP. That's where you get feedback on
because then when you become a VP, you have done those things before. It's like why is the first time
you've done an interview when you're now a VP? Come in and do an interview with me, observe me do an
interview, ask questions, see what works, get feedback. That's why | love those group product manager
roles because those are actually meant to be designed as ways for people to make a decision if they want
to be a manager or they want to just stay in the discipline, but people use them as why would you give
somebody four direct reports if no evidence, they can manage one? So what | do is | give you one, you
might tell me, | hate people. That's okay, we can talk about that. But it's like, let me give you four and
you're just going to practice the bad behavior on four. So this is what often happens in company. We
promote them into incompetence. It's not their fault because we are not coaching them. What we need to
do is create a safe environment for people to practice leadership before they become leaders, before we

promote them.
FRERIE:

MEINEATMELHRATIZ? BITEAREA, ZAEH: “MIUERESH (VP) 7, EMEISHZMNE
1B, MR “HUBMKMIRIESRNE, BERFESFIIATEET, RARZESHFIFR. BXE
B TR, RVZMRESE8NE, HE—FRISESMT A? BRESMXESE” EFSNAHEISERE
RENNEER “CFE" BISHHNE, HABZMESILRISRMSG, BRARERIFHMSG, XFEY
REERARISHE, MELBIREET .. ATAME—RERNAREMRY LRIS&ZE? KNKZ—EE
iH, MEHMEEIR, ZiE), BEFTLAER, KKK, IMBAFTAEER “NAFREE" (Group
Product Manager) XM A®, BAENNRHPRZILAMTRESRIZLELERIBBET T WA EA(]
HMHBE SN —MREHIEERBEAEREF—TA, MATAZLMENTRE? FAUAREBNRRLF—TT
B, fRaJgEsdifFk: “BITREA.” &XHR, HNTUKK. BORBERELFROD, MMEEONAS L
HIMVEIRTN. FIUAXMEBRARELERENS . BRITEAMNEAZRFRNE, XAEMIIAE, H
NENVREHES M) BNFEHNZEATRAASE 2. EEAZA, AENQE—NEHEIAFHHR
ESZNE

[01:10:10] Lenny

English:



I love this idea of just doing VP things. | just picture someone walking around and, I'm doing VP things.
FRERIE:
EEX “MRISRZSZHNE XME BSPIFME—PAERESN: “BEEHEISSIZHNE,”

[01:10:14] Christian Idiodi

English:

I'm doing VP things. All the time, | see them live, but what's a VP thing?
R EE:

KREEMBEISHZMHE. REBEFRRLE, BERFAZRISHIZMNE?

[01:10:19] Lenny
English:

I'm doing VP things. | think another added benefit of doing these things before you say you're VP is that is
the best way to get promoted to a VP is you are already doing the job.

FRZERIE:

HIEEME SHIZMIE. HNNEMERNANBESHZABXESZNSZ—PMTIMNFAR . XEEANEBISE
MRERR, RAREEEMXHIET.

[01:10:28] Christian Idiodi
English:

That's right. And nobody bites you on it. You see that? And you're not even surprised by it and it's very
safe because when you're not in the job, you can make mistakes and nobody blames you. He's not a VP,
look at him trying to do VP things. You see? But the second you're a VP, there's so much leverage in the
role that your mistake is serious because it impacts everybody. But when you're not, it's like you get
coverage, you get protection, nobody's as mad at you. It's like, yeah, he was just trying to take a stab at it.
Let's coach him on that. But what is the best time to know those things? It's before you're in it. Before
you'rein it.

R EE:

B, MEZASERBKER. MEHTE? (REEFREWILREIRT, MEXEERSE, AASMEZETX
MR ERY, fRETLURE, SARRTEMR. AR “MAERIRE, ESHE=AMEIRENE RE? B
—BRETAIRE, XTMABNIITHERNLEZA, UEFHRNEREERFRIERTE, AheErmIs—7
Ao BERERZHIHE, MIMERE T —BRIFE, RASBAEMNT. ARKE[F: ‘B, RARES
H—T, RIMNEXAEESM.” BA, TERXESBENRERNEMHAME? BEMENIBPERAZ A,

[01:11:06] Lenny
English:

To give companies and leaders something to do with this advice, you talk about helping them train and
practice before they do this. How did you do that? | don't know, is it work with Silicon Valley Product



Group to help train and coach?
FRERIE:

AT RBEMAFEELXLERZW, RRETEMNER LEFEBMITHINNES, MBEAMN? 25
e mERA S EHITE)IR S IE?

[01:11:18] Christian Idiodi
English:

There are many great product coaches out there. There are many leadership coaches out there. | think
there's some recognition. People have to have the humility and the self-awareness to recognize that
there are opportunities for them to get better as a leader and product management, you need to see or
experience, good leadership, you need the reps of good leadership and we do it in everyway. You
probably talk to people about strategy and what did they do? They outsource it all the time. Tell
somebody else to do it, and that cycle feeds itself because you never do it. You only know how to
outsource it. You never learn how to do it. You see? And so many people outsource, oh, go get a mentor,
go take a training class, and they'll think that they're outsourcing coaching in that way.

FROCENIR:

SNEBEREMFHT L, WERSASRHE L. TINAXFE—MIAF. AMIBFERDNBHZTIREEA
N, FAASENTREERE, BRANTE,. MERFIRERAFOAT, MEFEAFASIE
SPRE, BAVER S EEX M. (RATREFMANTRICARER, I T 42 iS22 etE. iR AEMY,
XNMEF = B RS, BAMMRFEESF. MRAMENFAINE, MRFZWNEEM. RE? REANEH
S, b ASIm. ENERIEE, AN LS.

[01:12:02] Christian Idiodi
English:

Go take a communication class.” I'm like, "Okay." They come back from the class, and they punch you in
the face. I'm like, "Why did you punch me?" "The class taught me to punch you in the face. You paid
money for me to learn how to punch you in the face." | say, go to the communication class with the
employee because they're going to need to practice the communication. You learn what they're learning.
Both of you now will practice it together, so that they can get better at communication. A communication
class doesn't get you better at communication. Communicating better is an indication that you're better
at communication. You need to practice it. And | need to create a safe place for you to practice, | need to
give you feedback that you're communicating better. These are all patterns in coaching that many leaders
just don't have these tools and techniques to do it. | do teach a lot of leaders how to coach. I do a lot of
people work with leaders. There's not a singular product problem. People here me say, "All problems are
people problems." There's not a singular problem that | have not seen coaching address.

FRCERIR:

‘EEND@BIRL” H: GEIE.” M ETIRMER, LT IR—%, FKiE: “RAMAFTH? 7 REHIRIT

B, fRIGEILERFREAITIMEL,” iR, (RZMRT—EXRLA@IR, RAMINFEELES NS, R7#EH
MNEFEAA, FEIBEMRE—RES, XEMFREIE LEREF, WERTIULMEFEERDE, A
BIEEFA RIREBRKABINTR. MEBRLS. HEBAMEE—NRENEIGFFR, RFBLMRIE, &
IFRREREL T, XEMBHGFHSHRN, MIFSAFERFTLEXETANKR, RBLHRZOF
BWNARITHS. BESASEMTREXTANIE. RESAN~mAE. AIAHKiRd: “FrERYREE
AR, A IS B SHRRR T B8],



[01:13:04] Lenny
English:

What | hear is essentially the biggest burden is on the manager to be a great coach to their reports, and
for a manager to get good at this, essentially a coach is a really good method. Bring someone in that
could work with you one-on-one on a lot of these things. Awesome. That's very actionable, very solvable.
Everyone's always going to ask, "How do | find an awesome coach?" Difficult, | guess. | don't know. What
do you tell people to go find a coach? Is there anything you could recommend, just how to go find a
coach?

FROCERIR:

BRIFEINARER: SEBRAENNTRAFTHENEAREE, MATIUZEBETEERIE, 5 8%
MEBFOGE, B TIEMXERESMRHAIT —H—GFENA. XET, XIEFEFRFEE, SAIUER
o AREZA:  “FZWMAHRE—MHERHRE? 7 HBXRE FANE, MEFAMIEAEKEE? B
T aEFENTFES?

[01:13:30] Christian Idiodi
English:

You've got to find people that have generated good outcomes. People are always like, "How do you find a
good consultant?" | get people teaching people a lot that haven't done the job. Don't get me wrong. If you
look at American football teams, there are some coaches that have played the game before, and you feel
good that they can coach you. And there are also some coaches that have not played the game, but if you
look at the pedigree, they've learned from good coaches, they've worked under good coaches. Same
thing with product. | say there are only two parts. A good coach is someone that has played the game
before and has generated good outcomes, and the second is that they've learned from good product
coaches. You want to find people with a strong pedigree. You see [someone], and you, "Oh, you worked at
Amazon this year," or "You worked at this company," or "You worked at Stripe. [You got] good results.
How did you do that?" "Oh, my environment was great. The culture was great." "Who taught you? Who
coached you?" Do pick-up games with the people that they coached. They will tell you what patterns their
coach told them. How do you do that? My coach told me to do this, and you're going to learn from them. |
say, "Oh." Important things.

FROCENIR:

RBFFRABLERETIFERNA. AIS2R: “WMEHREFNER? 7 REFRZ MBI XN TERAEHK
Ao BNRE, MRIMBERVEIEIKIA, BEHLURITIK, MEIESMITERM hBELEHEKZITIIX,
BINRIREMININZER (pedigree), MIMNEMABFHEEFIT, ERNFHHAGFTILEL. ~mttE—1F.
WRABWE D —NFRHERUF TILTER HESEIFERNA; E_2MNRRFH~RBEFS
it, RENRALEERBRAETRNA. FEIEA, &if: ‘B, FSFEISHIEY,” RE “FEPRRATLT
fEd,” 5¢FE “fR7E Stripe TIEY, BUSTRIFNER. MBEAMEI? 7 I8, JROIFRREY, XURIF.”
EHIREY? WHSREY? 7 ENMMHESENAR URETE" . NSERFMIIAIRESR T I+ 4
B REEAMEY? REVBGBEXIF M. MM E EZERE, ik B, XEREE”

[01:14:37] Lenny

English:



Amazing. Okay. Final area | want to spend a little time on is the work you do in Africa. Marty said that
you're the foremost expert in introducing product and technology into world's developing countries. |
know you spend a lot of time in Africa specifically. Can you just talk about the work you do there and also
just maybe the opportunities and challenges you run into when you're working with folks there?

FRCERIR:

XiET . iFH, HBER/NEINENRE—MTRHEMREIFMNEIIE. Marty RiRERF~AMBARTIAER %
BRHEXMINRE R, FAEMEIEIEMNETRZIE, MEERRIREBEMNIIELD? URMRESHRENA
SRR bR

[01:14:56] Christian Idiodi
English:

Yeah. | have an African background, and my family is there, and | used to have this false notion that the
things we've done in North America or Europe or Asia, the problems we've solved, have been solved in
these markets. | remember talking to someone in Africa years ago, and he said to me, "Oh." | said, "You
just got a new job. Where did you find a job?" He's like, "Oh, | found it in a newspaper." | said, "A
newspaper? What do you mean found a job?" | remember participating in solving that exact problem in
1998. | was working with the team to solve that, and | had this false assumption that because | solved it

here, of course it's solved everywhere.
R EIE:

EH. HBEENER, HHRAERIL. RUMBE—MHERONS, ANFNEILE. BUNSIENMEE
6. RINRE, AXETHUELART . FICF/LFMEIENNEARR, K. 18, FKial: “frNY
WY IME, TR LERE? 7 MR TR, FAEIRAK IR, Wik R MRRRIERHARR? 7 &K
IERHTE 1998 FMB SR T MM, HNHMEN—EFRRE, FEE—FERORIL, INNEAREX
BRERT , BREEASEEMBRT

[01:15:40] Christian Idiodi
English:

| started to see patterns like this in Africa where just two things were trending. One, so many, the poor use
of technology and enabling technologies to solve problems. And two, the difficulty in actually solving
problems in these markets, in these emerging markets. And one of the things we take for granted, |
always tell people the government is probably the biggest public private product platform in the world. In
all countries, they all have this public... Because they provide the infrastructure and the architecture that
is enabling for people. Imagine if you were trying to code and you didn't have power. Now you're thinking
there are markets where you have to solve the problem of getting power before you then getting access to
a computer and then getting access to the right type of software to be able to code something. Look at all
the different things. You have to solve many problems just before you can start to solve the problemin a
meaningful way. This is a very big reflection of the dynamic in Africa.

FROCENIR:

HABEIFNBERMUNRN, TEEMMEE: F—, RANRERAEFRRDESEONABIFEER. $
=, EXEIHHHPEMARRDENEER K. FRIEREAANN—GE—REEEHFAN, BAFHE
R ERANAMEETmTE. FAEER, WIIMEHIFALL - EOMIRE T HET AR
FEMZR, BR—T, MRMFBERBERER. WEMREERIGLEDY, ROTCBRRHEBRE, ARG EE



EMEIBRK, ARTEERISENRHERENNE. EEMEXERNEANER. EIRFBUEEXHGRR
R Z B, (RATSTARERITS EHMRE, XIFFE AR AR T IEMBYED.

[01:16:44] Christian Idiodi
English:

The second pattern of what we see is because of this challenge, | see two things. One, people make a lot
of money on a problem than from solving the problem. There's this whole society that people are very
good at walking around problems. "We've got an electricity problem, we'll just buy generators." "We've
got a road problem, we're going to buy bigger cars." | was talk at a conference, and | was driving up to it,
and | saw a Tesla with a portable generator at the back of it. They'll stop and charge the Tesla, and they
keep going on the road. In some ways, that's a whole society, but it's never been a society that didn't
have creative people. Just an amazing, tremendous amount of talent. It's a very young population. | talk
to people all the time. | say, "Look." Someone told me, "Well, Africa, seven of the eight most
underdeveloped places in the world are in Africa."

FRZERIE:

HMNBFWFE -MERNZ, BTFXME, BRBETHHAHE: 5—, AIM R ESHEIEREEM BRI
B RNEEZ, BIESBASEREREZIR@E,. “HMNERAOEE, HNMELEN.” “FKi1GERKR
A, BITMEBERNE” BRE—XRESMEIN, ERLEE—IHISHIE, EEEE—MEEXLEN. s
ETRASHRIZE, AEHE LR, EEMEEL, XMEBMENES. EXMaMERBRZEL)E
BN BEHFAN. BENAT, BR—IFEFEEHAORE. HEEMATIX, Fii: “EB." BA
HFF: W, 3N, R E/N\NRRLERMSEENEIEMN.”

[01:17:41] Christian Idiodi
English:

And | said, "Well." They were talking about the discovery of the internet. Less than 30% of Africa has
discovered the internet. And | tell them, "Wow. And we created seven Unicorns from that. Imagine if 50%,
75% discovered the internet. We need to understand the opportunities, the youngest population, the
fastest growing, some of the fastest growing economies in these markets. Some of the problems are so
basic, and the opportunities are so huge. So | had to kill all these assumptions. One, that | needed
permission to come to solve problems there, and two, that we didn't have the means to equip and
educate people. We don't have a talent problem or a resource problem. The biggest opportunity I've
found is to really empower a continent with enabling technology and the mindset and the skills to be
able to leverage technology in solving problems.

FROCENIR:

i UE” MIIKEERMINE R, IEMNRIBERE 30% WA BN, FEIFMI]: “HE, BIEN
e, JMNEBMPEIET ERMABAE. BER—T, MR 50% 3 75% WAZM T EENZER. KFE
EBFEEPINE: RFERHALO. BRERNEFE. BLEREIFEEEM, MYLBANMALER. FRURLHIT
WAAEXERIK: F— BIFERSWHAAREIMBEHRRE; £=, ZNHEKEFREXENHBA
1o HATKBEATRE, HEERFNR. HEARRANNBZREERMERAR, R4S AMKERREX T
Kb, EfbiTREBSH B RARRRE,”

[01:18:40] Christian Idiodi



English:

This led to me starting a nonprofit in Africa, the Innovate Africa Foundation, and we are committed to this
education of people on the continent, this enablement with technology. We did our first conference last
year, the Inspire Africa Conference. It just blew my mind. I'm so humbled when | could see a thousand
people from 31 different countries in Africa come with a hunger and an eagerness to learn how to do
product work. And it's not cheap by any means for them to do that. What moved me the most is looking
at the future generation. We had a 13-year-old and an 11-year-old in the workshop. The 11-year-old was a
robotics engineer. The 13-year-old was a CEO of a small startup that keeps healthcare records, a leader.
And I'm like, "If I can help these people learn how to do product well, this is the whole generation for
Africa. This is the future of people that want to leverage technology in a meaningful way." So I spend a lot
of my time in Africa, coaching, advising and teaching teams how to use technology, how to do product,
how to organize themselves as product teams, how to solve problems, and really to create a boldness
within the continent for them to go after problems and solve them, than walk around the problems or

make money on them.
FRERIE:

XARFEHREIEMEILZ T —NMEEFAR — “GIFIEMEESR" (Innovate Africa Foundation) , F1&AF3E
MABEROAAHRBENZARAEE, ZEFBNEDLTE—RBIN— “BRIEMNEI” (Inspire Africa
Conference), XiILHEAZER. FERBIEMN 31 MEAEKRE 1000 AFEXNF SR ITIENYEFEEM
3k, HRFIERRSE, XK, SMXNMSNERER. RILEBDHNEEET—K. HRIWIIEHES
— N 13 FHZFH—1 11 $MEF. BN 11 TR F—EVNBALREIN, 13 5NBETFRE—REEFETIC
FHEVNEYIBIATM CEO, —MISE. . “NRBEHBEIXLEAZSNAMIT =M, XHEIEMaEE
—K Ao XEREREBUBFRXHARFIBRARPIANERNEK” FAIUKETRZIEEIEN, HS. BIFHHR
ARSI EARE AR, WA= 5. AR~ mEIBA. NEREE, HEESAZIENARKAZI—FAEER,
Lt EEEmHAERDE, MASHERBESH AL,

[01:20:03] Lenny
English:

If people want to learn more about this, maybe support the work you're doing, what's the best way to
find out more?

FROCENIR:
MRNMVETRESER, WEHREEBOIE, KRFNEREMHA?

[01:20:09] Christian Idiodi
English:

You can visit the nonprofit website. It's innovateafricafoundation.org. You can follow our work on SVPG or
the inspireafricaconference.com. | know | will be doing a lot more next year. In January, | am going to be
launching a fund, the Paid Africa Fund, and | want it to be a fund funded by the product community for
Africa. It's an angel investment fund. One of the problems | recognize is that so many of the startups, they
are not ready for institutional investment, and they are forced into it in some ways. They say people are
giving up a lot of equity when they just need cashflow. And so | really want to focus on a fund for the
community to enable people to get product market fit in those markets. That'll be launching in January.
I'll probably do an announcement about it. I'm excited about that work and to really try to promote more
of product-centric thinking on the continent.



FRZERIE:

fRA LLis R 3F B ) A L2 B B 35 : innovateafricafoundation.org o R ® LKL £ SVPG T
inspireafricaconference.com EXFRKNNIIE, BRMEBFREMELEHE. BFE—H, HEE—TMEE
— “Paid Africa Fund” , BEEXE— ITHFREXAIENEPNEE, XE—IRERERES, BEIRE
H—NEE, FEVEIABEEEESTESINRR, BEEEMEE LRELTR. tIEANTRZTENE
MBBHMERE T RERN. FIMKENEE I F— I MXKES, tAEXETFPEM~mminlic, Z&E
ERF—ARBoh, HARRKAHEXAST, BMXMITIEREINME, HROFEIENKMEHRTEZU=R AT
DR B,

[01:21:06] Lenny
English:

Amazing. You should call this fun reference customers or something along those lines, if the goal is to
help them find product market [fit]-

FROCENIR:
AHET . MREBTEHEMIILEmHZIE, RMZBX MRS SRR 22380,

[01:21:12] Christian Idiodi

English:

That's right. They'll be learning a lot of that.
FRCEIE:

=i, MINSFIRZEXIIR.

[01:21:15] Lenny
English:

Christian, is there anything else you wanted to share or leave listeners with before we get to our very
exciting lightning round?

FRCERIR:
Christian, EFNRNIFBRFEHNBRIREZEZR, REBHAEDZHBLITREING?

[01:21:21] Christian Idiodi
English:

I've always made an appeal to the product community to really have a sense of what they do beyond the
job of a products team or product manager. And | always try to encourage people to see that: at the very
core of what you do is really solving a problem. And that's creating... When you do that, create value in
the world, you're making a dent in the world. People that participate in trying to make things better or
trying to solve problems, and we should not shy from that definition of our job. It might feel like a fluffy
one. It might feel too lightweight and not meaningful, but | think when people take to heart that that's
really what the essence of products is or product work is, they bring to work a different passion, they



bring to work a different sense of empathy, they bring to work a different sense of customer centricity.

And all of those things lead to good outcomes.
R EIE:

F—ERFmitXT, ERERIREMNES B I BRN TIEZINMEEER. RE2mMAIE
2. REM TR O H SR ARRIBI, SIRXEMET, RMEHRR ERET MME, FEER LB T T,
S5 EREFEFRZHAREATNN, FNEEEXEH S TIERXMEX. XIFERAIGEERE, ERRF
AEMM. KEX, BHUARNHABTOREBINRDXME ™ mermIERNARE, MilsHERENHEE
IE, #EFAENEELELE, FEFENUZEFAFONTIRELF. MATEXEEHSHRIFHER,

[01:22:21] Christian Idiodi
English:

| always make that appeal to product people as like, "Yeah, all the frameworks, techniques, all the stuff,
just think truly about what you're trying to do. You're trying to care enough about a problem to solve it on
someone's behalf and do it so well that it give us something every time."

FRCERIR:

HEBWFmARHXEFNITIT:. “E8, FRENER. A FIENARA, REHEEREZMBERT 4. R
ERESHEBRO—TRE, WEAREABRE, HUFIEREY, UETEXREREATTHRER"

[01:22:37] Lenny
English:

| really love that last point of just that's how you know if you've built something people care about. They

give you something in return, and one of those things could be actually telling other people about it.
FpERIE:
BRIFEERRE—R: XREMMANEMRERSHET AMIXOBNARA, WISLIREHR, MEP—MOHKRA

RERMESIFAIA.

[01:22:44] Christian Idiodi
English:

That's right.

R EE:

R tHo

[01:22:46] Lenny

English:

To your point about reference customers.
R EE:

ESNIRIRBIRIATAT R Fo



[01:22:46] Christian Idiodi
English:

Yes.

[01:22:47] Lenny

English:

Amazing. Well, with that, we've reached our very exciting lightning round. Are you ready?
FEiE:

KIET . B4, BITHNTIREFEEHRNBRRIE, HESFTIE?

[01:22:52] Christian Idiodi
English:

I don't have a choice.

FRCERIR:

&Sk,

[01:22:54] Lenny

English:

Nope. What are two or three books that you've recommended most to other people?
R EE:

B MMAMNABEFERSNR=FRBEMHA?

[01:22:59] Christian Idiodi
English:

Oh boy. In this discipline, probably all of our books: Inspired, Empowered, and we are coming up with

one in March, Transformed.
AR ERIE:

e, RN, EXPDE, ATRERENIFAENS: (BTRR) (nspired). (MHEEY (Empowered), EEFEKNIENE
E=AHARAY (3E) (Transformed),

[01:23:08] Lenny
English:

| see that tee shirt there. | see the promo happening.



FRSCERIE:
KEIMENBETINT . BREINEEEEHT,

[01:23:10] Christian Idiodi
English:

Yes, it's happening. It's happening. But it's really a reflection of so many decades of love and passion for
product work. And | have not found, | always told Maddie that you write the books after have gone
through the failure. It's like, "I've failed at leadership, now there's a book on it. I've failed at product, now
there's a book on it." And it reflects really the heart of good product work. | love Ben [Horowitz]'s The
Hard Thing About Hard Things. There's some books that really describe the mindset and culture that
good product work is done in. I always recommend those to people.

AR ERIE:

BH, EE#HTH, EXWERRTERTFERN=RIIENRENNE. BRI —HEEEF Marty—1F
RELZHKIMZEAETHN. iR “REASHLERNT, UEET—EXTFENH. RETR LXK
T, MERT—AXTENS.” ERRTRF~RIIENZD. ZENRE - EZ 4R (Ben Horowitz) BY (&l
Ak#E3R) (The Hard Thing About Hard Things) . BEBEEHER T HARME~mIFFAFNAESXNX
£, HEREANHEEXES,

[01:23:43] Lenny
English:

Just on this topic of Transformed while we're on it, when is it coming out, and can you give just an
elevator pitch for the book just so people know what it'll be about?

FRCERIR:

BERKET (%A (Transformed), Bt AREHAMR? (REEAXABM—1 “BHEREHR 15? FiLAKME
ERX T4/,

[01:23:49] Christian Idiodi
English:

Transformed is coming out March next year. Oh God, just three months. Some people should have gotten
shipping dates on their books if you pre-ordered it now. But it really talks about how to move to the
product model or the product operating model, which is really this set of beliefs and principles that the
best companies work in. We share stories of companies that have transformed into this that are not your
traditional born-digital or born-tech companies that have made this transition. We tell stories of what
companies can do. If it's anything, it's an appeal that there is a better way of working and solving
problems and that companies can work in this way regardless of where you are in the journey.

FRZERIE:

(%E) BTHE=ZRAdR. XMW, IE=1TAT. NRFRETT, BEANZEZKETAEBH. €
EPRMEEE FRE” ® TR, XEFLERMRABEEN—EESHMRN. HMNPET
—ERNERENATHRE, ENAECRENRERFUHRERERKR AT, HITHRT AT A LUREF2. W0R
HEBMFAREN, BREBETTFABEE —MEFHITEMERRENSN, TeMETFIRZAMNME,
REVERR] A M T iEtEo



[01:24:32] Lenny
English:

All right. We'll have to have you back once the book comes out to get more people aware of what is
happening. Amazing. Okay, I'll keep going. Favorite recent movie or TV show that you've really enjoyed?

AR ERIE:

. FPHRGE, HN—EEZB/IBMER, LEZATHEBER. XET. 78, #8, RERIFESNEIE
FEHEMAREMFA?

[01:24:41] Christian Idiodi
English:

| jumped on the Succession bandwagon, and | enjoyed, and | used to love Billions too as well. | love good
writing, really just intellectual media writing business. And so probably Succession and Billions would be
two.

AR ERIE:

KIEXET (#&EZE) (Succession), IFEEW, LUAIFKBEZEIR (12FH) (Billions), HERMLFHIEIZ,
THEHEBRMHETFEIN. BENSEMEERSE, L (A ZEY 1 (12h) RERIBEIZE,

[01:24:57] Lenny

English:

Do you have a favorite interview question that you like to ask when you're interviewing candidates?
R EE:

EEEEREAR, RERERESNIEIRIRE?

[01:25:02] Christian Idiodi
English:

Well, | always give them a problem to solve. That is probably my favorite question, and it's not a
traditional problem. | probably will see something like, "Hey Lenny, | have a friend. He's been legally deaf
or hearing impaired his whole life, and he just got a new job that requires him to wake up significantly
earlier than he normally does. And as you can imagine, traditional alarm clocks will not do it, will not
solve the problem. And | would love to give that problem to you. Walk me through how you go about
tackling this or solving this."

FROCENIR:

i3, REBLEMN—NEFRRNEE, XAEEERERENNRE, MECFZERMRE. HATESE: TR
Lenny, HE—MIKR. tWREXRENBINNDELR, WRNKRT —HHIE, EXRMWLETRERRS, (REUE
R, RHRNRHMAEER, TEFRRRE, BBEXNREZLIR, HE TR 00N X SRR X
a)E,



[01:25:38] Christian Idiodi
English:

For me, | like that question because it gives me a sense of how you think. It gives me a sense of how you
solve problems. It gives me a sense of how you know what you do not know and how you go about
knowing the things you need to know, what you need to solve a problem. There's no magical right or
wrong answer. | do a lot of people that say, "I have no clue what to do. I'm more curious and because |
want to now know what you do, but you don't have a clue." Or people that jump straight to solutions, are
more engineering-centric. People that jump straight to... | can get a sense of who you are when | give you
a problem that requires you to do some thinking.

FRCERIR:

MKW, RERXNEE, AANTEILRTHRMNBES RN, BT RIFNEARRER, Bl T IR
AiRBI B S ARERNRA, URMINAERAREFFAFNAIR. RBELWIITEESR. RBIIRZA
W BREETNEZEAD. RIBRENME, AARBNESRMELLERNZEAM. NEGEAEERHRE
BRARE, ERALERS, SRAMF—IFETZHREN, FEREIRE— M AEBA.

[01:26:15] Lenny

English:

And you're doing this live in an interview? It's not like, "Go home and think about this, and then-
FRCERIE:

REEERRZEXNMG? FERM “EREEZE—T, AF—

[01:26:20] Christian Idiodi
English:

Oh, I'm doing this live in an interview.
R EE:

MR, FHEEEXIRZIRI,

[01:26:20] Lenny
English:

Live, okay. And then what's a sign that they're on the right track? What do you look for that's like, "Yes,
this is what | want to see"?

FRSCERIE:
Wiz, FW. B4, MITEFEERNE LNTREMHA? RIHW S, XMEHBEIN BH4?

[01:26:26] Christian Idiodi

English:



Remember, when | think about what makes a good product manager, | look about collaborative problem
solving. There are people that feel like, I'm just going to solve the whole thing myself. This is what we
should do. We should do it like no evidence, no data, no kind of stuff in there. It's very interesting. But
people that are saying, "You know what? | would need probably work an engineer and designer. We might
need to put [inaudible 01:26:46]." | look for intellectual curiosity in some ways, people that have proven
questions in your head. People that are very quick to see things [inaudible 01:26:54] people. | will talk to
20 of them. I say, "How you going to do that? Do you know sign language?" And they're like, "Oh, how am
| going to talk to them?" There are people that are like, "I'm going to need a lot of help to try to figure this
out. | don't know a lot about your friend, but | know..." Some people have frameworks they run to. It
exposes that, if they're married to one way of working.

FRCERIR:

iBfE, SREEAARMBHTREEN, FXENE “MFNREBR . BEANT, REFRBCRRF
B, . “XMIBRINZMB, HOZXFY , EEEMAIEHE. HEEMUNRE. XRE
B, ELY “IREAEMD? HETREFEM RN, KiTMEE. HITTRERE T BN, BFHHIEREME
B LBIKRABR, LR FEELIIIENFRMAIA. BLEEDRFREMHIAN. FEM 20 MRXEHARRK. K
= RTREAM? (REFIEE? 7 M1z "B, FZEAMMIIIR? * BEAZR: “REER
SEIMRFRFEXMNF. HATHRMNAR, BERNE " BEAZKPTER, XBBMNESETT
R TR

[01:27:14] Christian Idiodi
English:

It's more about knowing what you can't know. I'm looking for empathy, humility in some sense. It is a
competence thing because most of | can teach, | can coach a lot of things, but that arrogance, that ego,
those kinds of things, those "I walk alone," those things are very, very challenging and disruptive to a
team culture.

FRCERIR:

XEZREXT TRMTENENSER. HEFHRELD, UKREMEZE LR, XEB—MEENRE, AKX
ZHABRALUY, RTLESRESER, EFMEIE. BA. BR “FIRRIRE" AR, WEARXKZIE
= EEMEMERIT IR,

[01:27:35] Lenny
English:

Do you have a favorite product that you've recently discovered that you really like? Either an app or
something physical? Anything that's like, "Oh, this is really cool"?

FhSCERIE:
FRIAEESELRMAAEFENNTR? TICRNATREY? EEILRRE ‘R, XAET” MK,

[01:27:43] Christian Idiodi
English:

My eldest son is into sports. He loves all kinds of sports stuff, sports apps, all of those kinds of things, and
he got me on this app called Real, like real sports. It's really cool. It shows scores of different games, but



it's really driven by social influence. So all of your Twitter posts will get there like, "Oh my God, [inaudible
01:28:07]." It's almost like real time more than real time. You're getting real time with reactions of people
around you and your communities. It's a very different way of checking on a score than I've ever seen,
and | thought it was just really, really thoughtful in how... | want to share reaction to touchdown with 50
people around the world that will care about my favorite team just got a touchdown, and you'll all share
reactions at the same time. And the first person that saw it, you can see it. It's very simple. This is like
scores for games, but these days | don't check my scores anywhere else but on it.

AR ERIE:

BOKRILFREREFE., EREMEETAR. FENAZERN, MILEAT—M “Real” WNA, MEE
KEE. IFEER, ERTRLFENLLS, BEXFLERBMREMAREIET FrAIRFIE R FE=H
IEARE, tbal “MR, FHEIRM” o XJLFLESEREEKE, (RRKRERARANTXNRN, XE—FHK
MERRBINERFR, BEBEE - HEHIFEEE, HBMER L 50 PXOBEEFEIKANAD ZAMEN KR
N, ARERBDERN, F—TMEENA, FHEER. EIFEER, MELLHELS, BRERKTE,
EEAEMN S EL D

[01:28:45] Lenny
English:

Do you have a favorite life motto that you often repeat to yourself, share with friends, either in work or in

life, that you find useful?
FRCERIE:
rEREx

gk

MHANERS, 2EWNECH, HEEIFREETFSHEERNE, BRGSRERN?

[01:28:52] Christian Idiodi
English:

Wow, boy. I've said a lot in this talk about companies don't care about about you, people care about you.
It's never too late to be what you want to be. But early on, my father would always tell me, "Show up.
Show up, and you're ahead of 80% of the people in the free world. Show up on time, and you're ahead of
85% of the people in the free world. Show up on time with a plan, and you're ahead of 90% of the people
in the free world. And if somehow you have the guts to put that plan to action with a smile, then you
probably will have a great chance of success. And if you do that over and over again, every aspect of your
life, it can at least lead to successful outcomes." And | think that's a lot of some mental definition for me
every day.

AR ERIE:

B, R, HEXRKEPRTRS, LLMATFRROM, REAXROMR. BRAMERAAN, KTEHR
B, BERR/NINEE, ERXFSZEFEK: “FF (Showup). REMREF, (RRLGiskT BEHR 80% &Y
Ao HEBSEIG, REAGKT 85% KA. HEITNIANEIG, RIMELT 90% HWA. MRMBEBEHFEREE
HRIFETE, BBAMRE ARSI, MRMELEENSAEEREXFY, CSELDEFRMIINGR.”
HINAZ I FHKGR R TR —MOIREN,

[01:29:37] Lenny

English:



Amazing. | love that. Final question: as maybe the most interesting man in the world, is there anything

people may not know about you or would be surprised to hear about?
FRERIE:

KIET, HRERXD. &E—NEE: (A “HREREEON" , BREFARRKAEFNE. HERT R
RETRFNE?

[01:29:48] Christian Idiodi
English:

Wow. | hope there are no surprises about me in that kind of case in that way, but | went to a gifted and
talented school. | was out of my house at 12, and | went to kind of boarding school, and I've never been
back home since then, so I've kind of been on my own. But we are kind of in the middle of nowhere,
probably eight miles from any form of civilization and stuff in the middle of the jungle. No potable water,
no electricity. So you kind of had to get water yourself, generate your own power. Probably the most
interesting time in my life to shape my worldview, surviving at 12 to 16 on my own in the middle of the
jungle. Very intriguing part of my life.

FROCENIR:

I, FBRBRRALIULARINE, EREBE—FIRTEZRMR. X2 IMBATR, 27T —FRFEFR, M
BUEMBHEEER, FIUKRERLREI, BHRNINERIBEFIN, EBEATEIHXAEATIAHTE/\
KRB, mAEMMKGE, ZBEIXAK, KB, FIUREBECSEK, BEXHE, BaEERALEFREENN
6, BETRMRN—12 F 2 16 FIREEMFER, XBHRAERIFEEEXAN—ERD

[01:30:40] Lenny
English:

Very different from your life these days. Actually, one more question. | think you're the fourth... You're
from Nigeria, right? Your family's from Nigeria?

FROCENIR:

XAMIMENEZAFEE. KirL, BE—NRE, ZEMREEDMU---FREEBBFIIL, XIE? fREIKA
kB BFIL?

[01:30:47] Christian Idiodi
English:

Yes.

FRCERIR:

=0

[01:30:47] Lenny

English:



You're the fourth Nigerian guest on this podcast, | realized. And | always like to ask, what's your favorite
Nigerian food slash which food should people seek out if they were to try to find some good Nigerian
food?

AR ERIE:

FIREIRERRBRENENUE AN ITER, HEERR, MEERNEBFITRYIZEFA? HEMRAITE
HRFIZNE AR, Miz=itta?

[01:30:59] Christian Idiodi
English:

My favorite Nigerian is super-duper cultural and native. It's like starch and [Banga] soup. You can't really
find that anywhere, it got to come from mom's cooking. Marty Cagan has tried it. He came to my
hometown, my parents' house and had it. But if you are discovering Nigerian food, [Jollof] is a variation
of rice, which everybody has, jollof rice, and yes people, I'm going to say this: jollof rice, Nigerian jollof is
better than Ghanaian jollof. It's a war, but it's okay. We already claim victory, and we'll move on. But start
with jollof rice is elementary, but then you have to try [Amala] like a pounded yam with a soup. There are
many different variations of that. And you get a pounded yam, like pounded cassava, and you eat that
with a soup, and you will love it.

AR ERIE:

RRENNEBFITRZIFEREXUFENAL BN, AREEME Banga 7. RIEEMMGEXAFEIER
B9, BIEFIDIBMEY. Marty Cagan B, BASHHIRS, ARRERIZT, BUNRMREVIR=XEBF]
&Y, Jollof B—HMKIRNZER, S AHREZ Jollof Kik. MERL, FEW: EBFILAY Jollof KikLb
MIGFIZ, XB—17 “WE” , BRXR, KNELERMAHLEFHT. M Jollof KikFREEM, AR
fRBZE Amala, FGRFHNLSEZ7. BERSFRANER, FRIRFEBRFNLAIAE, BEEAZ, (R

ZELERN.

[01:31:45] Lenny
English:

Some controversy over here, competition for who's got the best rice. Amazing. Christian, | am now a huge
fan of yours. I'm so happy we did this. Thank you so much for making time for this. Two final questions:
where can folks find you online if they want to reach out, and how can listeners be useful to you?

FROCENIR:

XEERFWW, XFEKIRRFIZNRES. K#ETo Christian, IIERM T IRBVEBLRIN L, HREHHA)
7 XRIFK. IFHERERHITES M. RER N MRAKBEKRM, AJUEMEHREIIR? FARE LAY
(OEE

[01:32:00] Christian Idiodi
English:

You can find me on LinkedIn as well. You can reach out to us on our websites svpg.com. | tell people the
best fit to be useful to us is to do good work using these principles and all the things we teach people over
and over again. We care about outcomes, we care about good product work in the world. | would love
your support with the work I'm doing in Africa. I've always reached out to the product community around



the world to help developing countries and communities. So please follow our work, please support our
work in Africa in building a product community.

AR ERIE:

fREJLATE LinkedIn E3EHK, R A LOER ARG svpg.com BREFKA ], BEIFRAN, WRIEBERNS
AMECAXERUMNBZNREBRNABEMMABFHOIIE. FMNRXOER, ROHF ELEFH~RITIF &K
FEAKEXIFREFENNIF. B—EHRAEKRTmtXIKEY, UXFARPERMHEX, FAUIBEXER
A IR, STHFRMEIENRIL~ BT

[01:32:35] Lenny

English:

And what is the website for that again? Specifically the nonprofit you started?
FRCEIE:

BIMIEBHR—T? Kal2 RN IFERIALR,

[01:32:38] Christian Idiodi
English:
Innovateafricafoundation.org.

R EE:

innovateafricafoundation.org,

[01:32:41] Lenny

English:

Amazing. Christian, thank you so much for being here.
FROCENIR:

KT, Christian, JFEREHREER,

[01:32:44] Christian Idiodi

English:

Thank you for having me, Lenny. Such a pleasure.
FRCERIE:

BHEMTEIETR, Lenny, FFERE,

[01:32:46] Lenny
English:

Bye, everyone. Thank you so much for listening. If you found this valuable, you can subscribe to the show
on Apple Podcasts, Spotify, or your favorite podcast app. Also, please consider giving us a rating or



leaving a review, as that really helps other listeners find the podcast. You can find all past episodes or

learn more about the show at lennyspodcast.com. See you in the next episode.

FR3ZEiE:

B, 8, IFEBEHEIT. MNBEESHAETHEBENE, AILUTE Apple Podcasts. Spotify SRS IREIEE [
AEITHE. i, BEEAKINMNTLIOXBTTIC, XEEEHEHHEHMIARKIAER, R UE
lennyspodcast.com #EIFIEEHTTER THESZES. THTEL.



